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More Companies In 
Movement To Secure 


Automobile Business 


North America Circular Says Agents 
Should Get Premiums, Not 
Finance Companies 


SOME DOUBTFUL OF SUCCESS 


Opponents Believe Public Will 
Not Favor Agents if Cost of Car 
Buying Is Increased 











With the sale of new automobiles ex- 
panding by leaps and bounds this year, 
thus bringing a sharp increase in the 
volume of available fire and theft insur- 


ance premiums, a growing number of 


important insurance companies are urg- 
ing their local agents to share in this 
business improvement by campaigning 
vigorously for the coverage on financed 
cars as well as on those sold outright to 
purchasers. The automobile manufactur- 
ing business offers an outstanding exam- 
ple of an industry emerging from the 
depression and those fire insurance com- 
panies deriving the greater part of their 
automobile premiums through local agen- 
cy channels visualize a golden opportun- 
ity to add to the volume of their auto- 
mobile underwriting while waiting for 
other lines of business to improve suffi- 
ciently to aid fire insurance. 


No Opposition in Other Years 


At the present time fire and theft, and 
in some cases collision, insurance on 
financed cars is generally handled by 
automobile dealers or finance companies 
and more than 75% at least of this busi- 
ness never passes through local agents’ 
hands. This method of underwriting 
finance business has been in operation 
for many years, or ever since financing 
the sale of automobiles was undertaken 
on a major scale. Real opposition has 
not arisen for a long while because prior 
to 1930 the automobile business was in 
no better position relatively than other 
sources of premium income and the same 
situation has existed during the depres- 
sion until this year. 

Those who believe in finance compan- 
ies continuing to handle the insurance on 
cars purchased on the instalment basis, 
and with the title of the property re- 
maining with the finance company or 
dealer until all payments are made, con- 
tend that local agents will encounter 
great difficulty in obtaining much of this 
insurance for the reason primarily that 
it will cost an automobile purchaser more 
to secure financing facilities with one or- 
ganization and insurance from another 
than to allow the finance company to 
supervise both the financing and_ the 
placing of insurance coverage. 

The Insurance Co. of North America, 
the North British & Mercantile compan- 
ies, the Fidelity & Guaranty Fire of Bal- 
timore and several other companies have 
been distributing circulars recently to 
their local agents exhorting them to con- 
tact clients buying new cars this year for 


(Continued on Page 30) 
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The Fateful Five 


The advertising man tries to put into the caption of 
his printed sales talk three or four gripping or curiosity- 
exciting words to draw the reader into the textmatter. 
The life underwriter’s A call seldom 
turns into an interview unless the prospect is interested 
at the outset. In most cases, after a self-introduction, 
a strong opening phrase,—in the form of a yes or no 
question, or a request for a brief time to describe a 
striking plan, or a suggestion that the prospect’s existing 
insurance should be analyzed and tabulated, to make 
sure that it will serve specific purposes,—is by far the 
best approach. 


task is similar. 


The finest organized sales talk ever devised can get 
nowhere unless through an organized approach the op- 
portunity is given for its unfolding. The first five min- 
utes are fateful. So say the experienced, the wise, the 
successful. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 
PHILADELPHIA 


Independence Square 

















Albany Hearing On 
Bill For Banks To 
Do Life Insurance 





Weaver, Taylor, Hurrell, Murphy, 
Moir and Connell in 
Opposition 


IT IS MASSACHUSETTS PLAN 


O’Brien-Livingston Bill Is Described 
As a State Subsidy; Other 
Objections 


By Don Helbvook 


The hearing on the O’Brien-Livingston 
bill to permit savings banks to write life 
insurance was held in Albany on Tues- 
day Speakers were Susan Brandeis, 
Professor Judd Dewey and Norman Hap- 


good. In opposition were H. S. Weaver, 


Association of Life Insurance Presi- 
dents, and others. 
Mr. Weaver declared the bill repre- 


sented a form of state subsidy and voiced 
objection to unequal conditions under 
which savings banks would be able to 
operate as compared to life insurance 
companies, the savings banks being able 
to operate with a minimum of $50,000 
capital as against $150,000 minimum cap- 
ital for a stock life $100,000 
for a mutual company with, say, 500 


company or 


policy contracts in force. 
Favoritism 


He declared that the tax proposed t 
be imposed upon the surplus of a sav- 
ings bank life department, 6/10ths of 1%, 
would be unfair to the insurance com- 
panies and that the free service the in- 
surance department of the savings bank 
would get from the State Insurance De- 
partment in the matter of organization 
set-up was an unwarranted subsidy Mr 
Weaver also declared that if the tax 
differential, and assistance of the State 
Insurance Department in organizing and 
supervising the management of the sav- 
ings banks insurance departments were 
removed from the bill and the appor- 
tionment of expense between the bank 
and insurance department were clearly 
defined, and other differences were re- 
moved so that the savings banks would 
do business on equal footing with exist- 
ing life companies, then the life 
panies would not object to the bill 

Among others who appeared against 
the bill were Charles G. Taylor, Tr., Met- 
ropolitan Life; Ray Murphy, Equitable 
Society; Alfred Hurrell, Prudential; 
Louis Cooke, New York Life; Joseph B 
Maclean, Mutual Life; Henry Moir, U.S. 
Life; and Clancy Connell, New York 
State Life Underwriters Association 


What Bill Provides 


The bill permits mutual savings banks 
to issue life insurance policies and old 
age annuities upon the life of New York 
residents and persons employed in th 


(Continued on Page 12) 
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THE NEW LEADER 


UTSTANDING among all life insurance 
contracts is the NEW FAMILY MAINTE- 


NANCE POLICY. It minimizes sales resistance. 


It requires but a few words of explanation. It is 
easier to sell, easier to understand,—and it gets 
results! The ideal proposition for general 
insurance men. It differs from the Family 
Income Policy in that it pays the same monthly 
income (12% annually), but it pays this 
INCOME FOR 20 YEARS FROM DATE OF 
DEATH AND THEN THE PRINCIPAL SUM, 
if death occurs within 20 years from date of 
policy. Don’t pass up this opportunity to 
capitalize NOW on the great popularity of this 


new contract. 





% FAMILY MAINTENANCE POLICY 





—Organized Service— 
THE KEANE-PATTERSON AGENCIES 


225 West 34th Street 60 John Street 100 E. 42nd Street 
Tel.: CHickering 4-2384 Tel.: JOhn 4-4107 Tel.: ASh.and 4-8610 
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ELLIOT 
GIVE 


Planned careers in American business 
life which are consistently and success- 
fully followed until they reach a goal 
xed at the beginning of the career are 
seldom encountered. One such career is 
that of J. Elliott Hall, who for thirteen 
vears has been general agent in this city 
for the Penn Mutual Life and who has 
been associated with life insurance for 
more than three decades. Years ago Mr. 
Hall decided that when he reached the 
ace of 50 he would retire as a general 
avent; would continue to do everything 
he could to spread the doctrine of in- 
surance as the possible economic 
need filler and investment; would give 


best 


what advice he could to insurance men 
in helping them their insurance 
problems; and would devote more of his 
to his Vallevue near 
J., which farm is stocked 


with 


leisure time Farm 

Morristown, N. 

with some of the best Guernsey cattle 
TST - 

in the country. Two of his outstanding 

beliefs are in self-analysis and self-dis- 

cipline. 

How Announcement Was Made 

On Thursday morning of last week 
there was a meeting at the Railroad Club 
of the members of the J. Elliott Hall 
\gency, including both production and 
clerical. In the room was an electric at- 
mosphere as word had been passed that 
an important announcement was to be 
made. Frank H. Davis, vice-president in 
charge of production, was present from 
the home office as well as some other 
home office people. Several general 
agents were in attendance. They were 
Osborne Bethea, general agent in Cleve- 
land; Charles B. Stumes of Stumes & 
Loeb, Chicago, returning from a Carib- 
bean cruise, and Rene Banks of Denver, 
who recently recovered from an automo- 
bile accident. 

The meeting was opened by Mr. Hall, 
who announced his resignation and the 
reasons why, and told how he would con- 
tinue with the agency in personal pro- 
duction and in assisting in its future ex- 
pansion wherever he could. Mr. Hall’s 
action was foreshadowed some time ago 
when he created a staff of assistant ex- 
ccutives 


President Law's Comment 


In commenting upon the resignation 
President William A. Law of the Penn 
Mutual said: 

“J. Elliott Hall, throughout his thirteen 
years of general agency association with 
the Penn Mutual, has frequently con- 
tnbuted ideas and plans as well as help- 
tul personal service, all of which is the 
subject of our grateful appreciation. 
These contributions have been quite var- 
ied in character but extremely practical 
and useful. We are, therefore, most 
happy that under this new arrangement 
We shall continue to enjoy Mr. Hall's 
active and highly intelligent co-operation 
a broadening further the scope of Penn 
Mutual service.” 

Company’s Statement 
In a statement following the resigna- 


tion the Penn Mutual made these com- 
ments 


“At the age of 50 Mr. Hall is physically 





J. ELLIOTT HALL 


and mentally in his prime, soundly robust 
in health and financially independent. As 
the life insurance fraternity knows he is 
a man whose philosophy of life is the 
result of independent thinking and he has 
never hesitated to say that in his opinion 
the man who reaches the age of 30 and 
is able to retire with comfort from a 
position of responsibility and profit, but 
continues to hang on for years, is mak- 
ing a mistake. Furthermore, is keeping 
some younger man from an opportunity 
to which he is entitled 

“Having attained the age at which he 
himself fixed for retirement, and being 
in independent circumstances, plus being 
the owner of a fine farm where, accord- 
ing to the American Guernsey Cattle 
Club, he owns one of the finest Guerns« 
herds in the country, Mr. Hall will hand 
over the management of his agency to 
a man chosen by Vice-President Frank 
H. Davis. And hereafter Mr. Hall will 
divide his energies between the further 
development of his Guernsey herd 1 





an] 
his farm and the expanded service of his 
company. 

Has Future Service 

“This expanded service will have thes« 
forms: 

“Personal production through contin- 
ued membership in the agency. Joint 
work in assisting other agents to clos 
difficult business. Mr. Hall is one of the 
great life insurance salesmen of th 
country, and has been almost from his 
first vear in the business 

“When and if desired he 
visor to his successor, and his intlucne 
will be constantly given to the thinzs 
that make a general agency suce*ssful 

“The home office will draft Mr. Hall 
for consultative and research service, 
even more freely than it has done in thx 
last few vears. Because of his experi- 
ence as a home office clerk and as a 
cashier and because of his experience in 
the avency side of the business Mr. Hall 
has both the home office and the agency 
point of view, and therefore his advice 
will have the value of balanced perspec- 
tive. Especially will it requisition his 
name and ability in establishing a month- 


will be ad- 





ly income sales service, available to the 
agencies of the company everywhere. In- 
come problems will be referred to Mr 
Hall and his assistants, and plans and 
figures, drawn from Mr. Hall’s wide ex- 
per ence, will be supplied. Mr. Hall will 


continue his 


ties.” 


Insurance frate rnity activi- 


Mr. Hall’s Career 

\t the age of 13 J. Elliott Hall began 
carning a living by driving a dump cart 
on the roads of Chatham, N. J. Later 
he took up the trade of a_ tinsmith, 
plumbing and steamfitting, and after four 
years as an apprentice he obtained a 
certificate of ability in those trades. In 
1902 He became a clerk in the head of- 
fice of the Mutual Benefit, Newark 


He was one of the most carnest work- 
ers ever to join a head office, and had 
so much energy that he found such out- 
lets as running a little printing press in 
the cellar of his home where he printed 


billheads, 
wrocers, 
time he 


letterheads and envelopes for 
bu‘chers and others. During this 
worked in a hat store on 
Saturdays from 1 o'clock in the afternoon 
until 11 o’clock at night. During these 
years he was for a time also the Eastern 
representative of a firm handling adver- 
tising novelties and these he found time 
to sell without interfering with his Mu- 
tual Benefit duties. In 1906 he decided 
to cut out the advertising novelty work 
and instead he solicited life insurance at 
night. His first full vear in life insur- 
ance production at night resulted in a 
production of $76,000. luring the second 
twelve ir $131,000 


also 


months he pa‘d f 


In 1909 he left the Mutual Benefit and 
became cashier in the State Mutual's 
Newark agency Then he was super- 
visor in Newark and Philadelphia for th 


New General 


OSBORNE BETHEA 
The successor to |. Elliott Hall is Os 
borne Bethea, general agent of the Penn 
Mutual Life in Cleveland 
So important, so responsible a_ posi 


AT 50, AS PLANNED 
ENERAL AGENCY 


Reliance Life of Pittsburgh. In 1912 and 
1913, for a brief period, he was 
agent of the Home Life of New York at 
Newark, and from September, 1913, to 
July, 1917, he was a soliciting agent for 
the Mutual Benefit in the same city 


veneral 


Comes to New York 


By that time the call of New York 
became so insistent that he joined the 
L. A. Cerf agency of the Mutual Benefit 
in New York and became assistant to 
the general agent. [uring that period 


he developed his reputation as a sales- 


man and as a closer in joint work with 
other agents. In 1920 he became an as- 
sociate with his office in New York of 
Frank H. Lewis, veneral agent of the 
Massachusetts Mutual in Newark. For 
a time he and John C. McNamara were 
together. They became general ayents 


of the Penn Mutual in 1921 and in 1924 


Mr. Hall became sole general agent 
The J. Elliott Hall general agency has 
for some vears been one of the leadin 
general agencies of the city It has on 
its books one-tenth of the Penn Mutual's 
entire premium volume and one-tenth of 
its outstanding insurance, and has the 
distinction of a record lower than the 


company’s average in lapsations, declined 


business and mortality record 


During this productive period Mr. Hall 
attained to national reputation through 
his vigorous advocacy f the nth 
income plan of fan protection. Upon 


of all the 


associations oO 


~ 
sales 


platforms ot 
leading lift 


conu+resses 





underwriters 





the country he has vivorously anal 
illustrated and forcefully presented th 
claims of this T\ 1 of policy and 
Continued on Page 17 

Agent Here 
tor ands a an of charact« exc 

e ability nt ite knowlede f fe 
insurance and a personality tha oO 
nands friendship and lovyalt These 
characteristics and tra‘ts Mr. Bethea has 
convincingly displayed in his previous 
positions M Bethea entered hit 1 
surance in 1923 with tl \ectna | ar 
served from 1923 to 1927 at Atlanta 
timore and Columbia. S. 4s = he 
office group representat 

In 1927-28 he was a ) i : 
sistant general agent at Ba 
1928 he took the iti ns ‘ = 
at New York University and ther 
came branch manager of the | Po 
at Charlotte, N. ¢ He entered th rent 
Mutual Life in its educational depart 
ment as a_ hor office re s 4 
amony avencies in Jur 1929. Ir Cc 
ber, 1930, the title of assistant 
vice-president signified a oor 

In August, 1931, Mr. Bethea was 
pointed assistant superintendent of ag 
cles Appointment to the position ot 
general agent at Cleveland came in May 
1932, and in that agency he has don 


first-class work 
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N retiring from general agency activities I wish 
publicly to express my appreciation to my many friends in the 


oreat a 


insurance business who through the years have in so g 


measure contributed to whatever success we have attained. 
Without the friendly help: and co-operation of the insurance 
fraternity generally our agency could not have been built to its 
present size. I also wish to express my appreciation to my 
friends in the newspaper business who have been at all times so 
kind and generous. Particularly am I indebted to 


The Eastern Underwriter. 


To my agency and othce associates housed within our 


ofhice I have personally extended my appreciation. 


To Osborne Bethea, my successor, I extend a most 


cordial welcome. 


I hope, and I am sure, that my friends in the insur- 
ance fraternity will give him that same helpful co-operation and 
support which I have enjoyed. This, I am sure, time will 


prove he richly deserves. 
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Present Situation In 
N. Y. As To Ethics Code 


wILL BE NO " SIGNATORY PACT 


Recent Agitation Outgrowth of Prosely- 
ting Incidents; Conference of Mana- 
gers Asks for “Golden Rule” 


Observance 


The “code of ethics” situation in 
New York is somewhat compli- 
There present 
and in the opinion of The Eastern 
be none in the 


(Greater 
cated. is no code at the 
time 
Underwriter there will 
form of a signatory agreement adopted 
by either by the Life Managers 
ciation, the president of which is E. W. 
\llen (general agent New England Mu- 
tual) or the Life Underwriters Associa- 
n of New York, the president of which 
Frank J. Mulligan (Guardian Life). 
That there are certain members of the 
two associations who want a code there 
sno doubt, and that there is a situation 
which has caused some ill feeling among 
based on a few 


Asso- 


avency offices, largely 

proselyting complaints, 
Definition of Proselyting 

A manager or a general agent is de- 

scribed as “proselyting” when he first 

flirts with and then induces a man with 


is also true. 


another office to resign and join his 
reanization. But that. definition is too 
infantile. It is not illegal nor is it un- 


ethical to bid for the services of an- 
other man; in fact, if any association 
prevented a man from making such a 
change it would be traveling pretty close 
to conspiracy if it blocked the way. And, 
if course, 
general agent would want to be respon- 
sible for compelling a man to keep in 
the rut of a career which might not be 
ina pleasant environ or offer hope for 
future advancement. But it is generally 
felt that there are certain “rules of the 
game” which should be followed which 
while permitting careers to expand or 
IrOgTess along lines of mental peace and 


economic satisfaction at the same time 
should give a break to the man who is 
about to lose his representative. One 
break would be for him to know about 
the negotiations before they were con- 
cluded. 
The Situation Under Review 

The present situation got right into 


the center of association organization 
channels after an important personnel 
switch, in which the principal figure was 
an unusually attractive and able younger 
executive. Following his transfer to an- 
ther office the manager who lost him 
made complaints in a number of direc- 
tions and finally it was announced by 
Recsillens Allen of the Life Managers 
that a committee to consider drafting a 
code of ethics would be named. The 
ined is H. Arthur Schmidt, general 
agent New England Mutual. The Life 
Underwriters Association of New York 
has had a similar committee for some 
ume. Following the announcement of 
the committee by President Allen there 
was a number of conferences of mana- 
gers and general agents in the office of 
Chairman Schmidt, largely held to learn 
the sentiment on the subject. At the 
last of those conferences the general 
opinion was that a code was impractical ; 
and, therefore, the code, as a_ code, 
might as well be dropped, but there was 
a general agreement in the speeches that 
tt would be to the best interests of the 
general agent who might make a con- 
tract and certainly would be fair to the 
general agent “with whom the agent is 
at present affiliated” for the second ven- 
eral agent to call up the first general 
agent and get some low down. Would 
it not be advisable, for instance, to in- 
quire about the agent’s relations with 
his present manager or gene ral agent ? 
Does he owe the office money Would 
his defection break up the agency or- 
ganization? Or maybe he was about to 


(Continued on Page 17) 














no honest or fair manager or - 





Help Build Careers 


There’s a thrill in participating 
in the successful training of a young 
man. Why not enjoy it? 


Tell fathers how Life Insurance can be 
utilized to provide educations and funds 
necessary for expenses in the early years 


of business or professional life. 





Che Prudential 


Insurance Company of America 
Epwarp D. DuFFIeELp, President 
Home Office, Newark, New Jersey 























Goodrich Co. Starts 
Large Pension Plan 


UNDERWRITTEN BY AETNA LIFE 
All Classes of Employes in U. S. and 
Canada Covered; Rubber Company 
President Comments on Contract 
The B. F. Goodrich Co., rubber manu- 
facturing company, Akron, O., is put- 
ting into force a pension plan for all 
classes of its employes and employes of 
its subsidiaries in the United States and 
Canada, it was announced this week by 
T. D. Tew, president of the company 
The plan is being made effective through 
the purchase of the largest pension poli- 

cy the Aetna Life has ever written 

The Goodrich pension plan assures in- 
come to workers on retirement, and it 
is estimated will result in the accumu- 
lations for company employes of com- 
bined savings of $1,500,000 per year. 

Twenty-one thousand factory and of- 
fice employes are eligible to participate 
in the benefits of the pension plan, being 
employed by the B. F. Goodrich Com- 
pany in Akron, Pacific Goodrich Rubber 
Co. in Los Angeles, Canadian Goodrich, 
Limited, in Kitchener, Ontario, Canada, 
and Martha Mills, Inc., in Silvertown, 
Georgia. The pension program is a di- 
rect result of a desire = the part of the 
representatives in the Goodrich Cooper- 
ative Plan, the employes generally, and 
the company itself, to establish a per- 
manent means of guaranteeing incomes 
for employes during old age. 

The amount of the pension will depend 
upon the length of the employe’s mem- 
bership in the plan and is based on aver- 
age weekly earnings. Employes who 
participate will make small weekly pay- 
ments and the Goodrich Co. will make 
the necessary additional contributions. 

In announcing the Goodrich plan, 
President Tew said: “This company has 
carried Group life insurance since 1915 
and group sickness and accident insur- 
ance since 1926. During this _ period, 
benefits aggregating more than $3,000.000 
have been paid to employes and their 
beneficiaries as a result of death, sick- 
ness or accident 

“The Retirement 
been adopted only 





Pension Plan has 
after careful study 
based on the same fundamental policy 
that made possible the present insurance 
program for our people. 

“Under this pension plan the employes 


may now look forward to retiring from 
active service with an assured income 
for the remainder of life guaranteed by 


one of the largest and strongest insur- 
ance companies in the world.” 
Actuary Cammack Discusses Plan 


Ek. E. Cammack, vice-president and ae- 


tuary of the Aetna Life, states: “The 
8. F. Goodrich Co. is noted for its co- 
operative and progressive attitude in its 


relations with its employes. It has the 
distinction Pie being one of the first of 
the large mpanies to offer Group life 
insurance to its employes. Its present 
Group life insurance and Group sickness 
and accident insurance programs have 
been tg up to date in their provisions 
and are being ably supplemented by the 
(Group ‘Veuian Plan now being adopted 
‘The pension plan provides monthly 
employes beginning normally 

at age 65 for men or age 60 for women 
Contributions of —_ ves who leave the 
service or die before retirement are re- 
turnable to them or t : thei ir beneficiaries 


ncomes to 


with compound interest. Thus, each em- 
plove who leaves the service or the bene- 
ficiary of each employe who dies befor« 





retirement will receive at least as much 
has paid in with interest, while the 
employe who retires will re- 
pensions more than twice the 


as he 
averTare 
ceive m 


nount of his contributions with i 
terest.” 
WOLFSON 58% AHEAD 
The S. S. Wolfson agency of the Berk 


shire Life in New York is ahead for th 
first quarter of 1934 by 58% as compared 
with the same period in 1933 in paid-f 


business 
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MASSACHUSETTS 


THE TIME FOR ACTION 


he financial columns of the daily press constantly disclose an 
ever increasing number of railroads and industrial corporations 


that are showing greater earnings and stronger financial positions. 


Furthermore, the trend towards higher wages is gathering 
momentum as evidenced by the increases being granted to hundreds 
of thousands of workers, by such leaders in the industrial field as 
the great Automobile Companies, the General Electric Company 


and the United States Steel Corporation. 


Can there be any doubt that there is an abundance of new Life 
Insurance to be written, particularly by the full time agent who 


will do a full day’s work, and do it intelligently, each and every day? 





General Agent. 


MUTUAL LIFE INSURANCE Co., 


CHASE NATIONAL BANK BUILDING, 


20 PINE STREET. 
NEW YORK, N. Y. 
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J. T. Haviland Resigns 
From Penn Mutual Life 


OFFICES IN NEWARK AND N. Y. C. 





Agency to Be Continued by His Former 
Partner, John E. Gibbs; Career 
of Mr. Haviland 





lohn T. Haviland has resigned as a 
member of the Haviland-Gibbs agency 
of the Penn Mutual Life, Newark and 
New York City, and his future connec- 





HAVILAND 


JOHN T. 


tion will be announced in a forthcoming 
issue of The Eastern Underwriter. 

The agency will be continued by John 
E. Gibbs, who before joining Mr. Havi- 
land on November 1 was regional su- 
perintendent of agents of the Penn Mu- 
tual in the eastern department. 

Mr. Haviland began his life insurance 
career in 1916 when he became a special 
agent for the Travelers in Newark. ‘A 
year later he was appointed manager of 
life, accident and health for that com- 
pany in New Jersey. In 1919 he was 
made agency manager for the Equitable 
Society at 200 Fifth Avenue, where he 
remained nine years, the agency moving 
to 24 Fifth Avenue. This agency at 
one time did $14,000,000 annually and 
developed a number of successful men. 
Mr. Haviland returned to Newark in 
November, 1930, to take the Penn Mu- 
tual general agency for northern New 
Jersey. 


VICE-CONSUL LEAVES STAFF 





Olaf I. Rove, Norwegian Official In Mil- 
waukee, Was With Northwestern 
Mutual Forty-One Years 
Olaf I. Rove, who is to retire from the 
Northwestern Mutual Life home office 
staff in Milwaukee on April 15, on his 
seventieth birthday, is Norwegian vice- 
consul for Wisconsin, a post he has held 
lor many years and which he will retain. 
Mr. Rove has been forty-one years in 
the home office, and is chief examiner of 

titles in the legal department. 

Mr. Rove was born in Norway and 
came to Wisconsin at the age of 20. He 
graduated from the University of Wis- 
consin law school and several years later 
joined the life insurance staff. During 
the next four months Mr. Rove will visit 
his old home in Oslo, Norway, and also 
travel through Europe, sailing from New 

ork April 25. On several occasions Mr. 
Rove has been honored by the king of 
Norway for his services as vice-consul, 
having been knighted in 1911 and receiv- 
Ing the decoration of commander of the 


Order of St. Olaf in 1921. 





SON TO KAKOYANNIS 


_A son was born last week to Andrew 
Kakoyannis, Jr., manager of the Pruden- 
tial agency in the Chrysler Building, New 
York City. 


BALTIMORE GENERAL AGENT 





Harold W. Gardiner, Former Oklaho- 
man, Appointed by Home Life of 
New York; His Career 
Harold W. Gardiner has been appoint- 
ed Baltimore general agent for the Home 
Life of New York, taking over that post 
from E. J. Becker, recently resigned. 

The change was effective April 1. 

Mr. Gardiner majored in corporation 
law when studying at the University of 
Oklahoma. After graduation in 1925 h« 
became associated with the Northwest- 
ern Mutual Life in the Oklahoma City 
office. He started as an agent but very 
soon became supervisor. 

In 1930 Mr. Gardiner came to Balti- 
more as assistant manager for the North- 
western Mutual there and has held that 
position to the present time, preparing 
and training new men. He also con- 
tinued personal production, and is an 
accredited C. L. U. His new territory 
will include counties around Baltimore. 


ADDIS GOES TO OAKLAND 
Don Addis, who has been manager for 
the Northern States Life in San Diego, 
Cal., has been made manager of the 
company’s Oakland agency. 


“ 


“COMMON 
jacluc 





ETHELBERT IDE LOW 
Chairman of the Board 








INDUSTRIAL 


HOME OFFICE 


INTERMEDIATE 





dented financi 
have Passed, 93% 
terest payments Pp 
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which hare defay oe 


ARE YOU ANXIOUS TO ADVANCE? 


— HERE’S YOUR OPPORTUNITY — 


The Colonial Life Insurance Company 


—of America — 


— PUBLIC SERVANT SINCE 1897 — 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


MAKE GOOD WITH A GOOD COMPANY 





ORDINARY 


JERSEY CITY, N. J. 


GROUP 








HOOSIER CAMPAIGN 





American Central Life to Celebrate 
Thirty-fifth Anniversary with Drive 
in Home State 
Indiana agencies of the American Cen- 
tral Life are staging a Hoosier produc- 
tion drive during April in celebration of 
the company’s thirty-fifth anniversary. 
In an announcement to its Indiana 
fieldmen the company said, “The Amer- 
ican Central Life issued its first policy 
on April 10, 1899—thirty-five years ago. 
Organized under the laws of the State 
of Indiana, with the Hoosier state serv- 
ing as the home of our headquarters 
throughout the years, and with Indiana 
the cradle of our first agency, the month 
of April and the passing of our thirty- 


THE HOME LIPE 
al cond: 


“Liqueny: Because of the uncertsi 
larger cash demands, it bas been thought advis. 





This is one of a series of advertisements, reproducing the pages ] 
of a new book,”“The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N.Y. 





fifth milestone this year offers a fitting 
time to inaugurate a drive for new busi 
ness in celebration of the company’s 
birthday and in tribute to the state 
which gave it birth.” 





McLAIN AND LEVY SPEAKERS 

James A. McLain, vice-president of the 
Guardian Life, and Felix U. Levy, Penn 
Mutual leading producer, Engelsman 
Agency, will be the speakers at the Life 
Underwriters Association of New York 
City dinner Tuesday. 





PUBLISHER AGENCY MANAGER 
R. M. Feese, formerly publisher of th 
Somerset, Ky., Commonwealth, has be- 
come manager for the John Hancock 
Mutual Life branch in Lexington, Ky 





inties 
and the possible 


JAMES A. FULTON 


President 
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30 Year Old Agency Is 
Host at Buffet Lunch 

CONNECTICUT GENERAL AFFAIR 

Many General Aasete and Producers 


Guests of Goulden, Woodward, Cook 
& Gudeon, 80 John Street 


Goulden, Woodward, Cook & Gudeon 
kept open house Monday noon upon the 
occasion of the celebration of the thir- 
ticth anniversary of that progressiv 


Int. 


Rotogravure 


L. to R.: 
Woodward, Walter T. Gudeon 


general 
and a 


leading 
city, 


agency. Many of the 
agents and managers of the 


large aggregation of producers from all 
parts of town, visited a offices, 80 John 
Street, where a buffet luncheon was 
served 


From the head office were Vice-Presi- 


dents George E. Bulkley and Frazar B. 
Wilde, Medical Director Albert J. Rob- 
inson, Assistant Superintendent of Agen- 


Assistant Secre- 
George 


cies George C. Capen, 
tary of Accident Department 
Goodwin and Accident Underwriter Rus- 
sell J. Door. Other Connecticut General 
managers present were Thomas G. Mur- 


rell, 225 Broadway, New York City; F 
L. Hudson, gy = tee N. Y., and 
Richard Brown, Bridgeport, Conn. Some 
medical men present were Drs. A. H. 
Hansen, L. Perenyi and A. S&. 
Maclaire. 

Among the general agents of other 
companies welcomed by the _ hosts— 
Messrs. Woodward, Cook and Gudeon— 


William F. At- 


were Julian S. Myrick, 

kinson, Robert L. Jones, Graham Wells, 
Harry Gardiner, John M. Fraser, Harry 
F. Gray, William R. Collins, Walter E. 
Barton, George W. Johnston, anny E. 
Flanigan, T. M. Riehle, Georg A. 
Kederich, Russell M. Simon, Donald i 
Keane, Llovd Patterson, Louis A. Cerf, 
Ir. John A. MeNulty, Stuart D. War 
ner, Isadore Fried, Koscoe H. Keffer, 
Joseph D. Bookstaver and P. Raymond 
Garrison. President Frank J. Mulligan, 
Life Underwriters Association of New 
York: Lawrence Priddy and Maurice E 
Goulden were some other guests 


USER WOLFSON DIES 


User Wolfson, insurance broker and 
father of S. Samuel Wolf general 
agent for the Berkshire Life in New 
York City, died this week. The senior 
Mr. Wolfson was president of Wolfson 
& Rifkin, and had been in the insurance 
brokerage business for thirty-five years 


Another son, Leo Wolfson, 
of the Roumanian Jew f At 


preside nt 
erica 


DR. J. C. HUMPHREYS DEAD 

Dr. J. Charles Humphreys, director of 
the Health Bureau of the Venn 
died last week 
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P. Walter Cook, Arthur P. 


Mutual, 


Gov. McNutt and Judge Wells 
To Address Prudential Dinner 


Paul V. McNutt of Indiana 
and Judge Harold B. Wells of Borden- 
town, N. J., will be speakers at the din- 
ner of Prudential on April 18, the climax 


Governor 


of the three-day meeting of more than 
300 field representatives at the home 
office in Newark. President Edward D 
Duffield of the Prudential will presidk 
at the dinner, which will be at the Hotel 
Commodore 

Business sessions of the conference 
will begin at the Newark home office 
Monday, April 16, when President Duf- 


field will welcome the visitors and other 
executives will speak. Tuesday morning 
the superintendents will meet at the home 
office and that afternoon there will be 
divisional group sessions at the Commo- 
will 


dore Ordinary managers meet 
Wednesday morning at the home office 
while at the same time individual divi- 


sions will meet with their managers and 


other company officers. 
E. C. MAY TRIAL 
The trial of Emmet C. May on the 


charge of embezzling 


is in progress in Peoria, II. 

















| 





The Bursting 
of the War Balloon 
in 1919 














UPPLYING the sinews of the 

World War resulted in a 
tremendous expansion of Amer- 
ican business. Agricultural 
acreage and manufacturing ca- 
pacity were extended till the 
economic fabric groaned. Anepi- 


demigof reckless buying hugely 









precipitate 
d° overwhelming ... men are 
acting as if bereft of senses. They 
now seem too willing to believe 
nothing any intrinsic 





possesses 








ceeded on the theory that noth- 
ing could be devoid of merit.” 

Quoting from the 
4th Public Ledger o 
phia—‘‘We now see ©. 
falling more rapidly tha 
ever been the case before in so 
short a period. The balloon of 
inflation has been pricked, and 


Write for our booklet, 





merit, just as previously, during 00,000,000. 
the upw ard ht of. prices, Se ach sygmeeding year: since the 
C to the gygnds, a the present century, 
ed La § OM prémium-paying policy- 







“Seven Depressions —Seven Steps 
A concise history of depressions, their origin and 


we are now in the midst of the 
dangerous descent.” 

Again, as in the panics of 
1837, °57, ’73, 93 and 1914, 
those who were caught by the 
glamour,of huge gains, and who 
discounted perilous risks, were 
severely .penalized. Again, those 
ed the siren came 
hout serious hurt. 
At the end of the depression 
of 1914 the — the ‘ 







property of our 
ounted to 
E 1929 assets 
ouble th@e of 1921. To- 
y they are rapidly approaching 


se asse rs 












> 


holder has received a larger divi- 
Re@lar dividends have 

nd, declared 
for 1934. 
For ‘security of principal and 
sound insurance ‘protection New 
England Mutual invites you to 
join its great group of imper- 
turbed investors. 


out reRuc 


Upward.” 


economic significance. 











| NEW ENGLAND MUTUAL 
Life Insurance Company 


CHARTERED IN 1855 


Georce Wittarp Situ, 


OF 
BOSTON 


President 























$35,000 from the 
Peoria Life, of which he was president, 
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N. Y. Equitable Has New 
Family Income Policy 


CONTRACT HAS SPECIAL APPEa; 


Gives Primary Thought To Needs of 
Family During the Critical Period 
Of Childhood 


\ new contract which is being 


J A wv issued 
by the Equitable Life Assurance Society 
is the Family Income Policy. Its pri. 


mary purpose is to provide for the in. 
sured’s surviving family during the cri. 
ical years, when the children are young 
and dependent, a larger income thay 
could be secured under a single-sum pol. 
icy of similar amount; and still maintaip 
the principal sum intact for the benef 
of the wife after the children are growy 
and _ self-supporting. 


It provides 12% of face amount per 
year to the surviving family if the jp. 
sured should die before the end of th, 


Family Income period—the income com- 
mencing at his death and continuing to 
the end of the Family Income period at 


which time the full face amount of the 
policy becomes payable. 
The date of expiration of the Family 


Income period is calculated from th 
register date of the policy rather than 
from the date of the insured’s death; and 
depends upon the age at issue as fol- 
lows: Ages 21 to 45—20 years from th 
register date; Ages 46 to 50-15 years 
from the register date; Ages 51 to 55~ 








10 years from the register date. 
If the Insured Survives 
If the insured survives the Family In- 
come period, then at his death the face 
amount is paid either in a lump sum or 
under any of the optional modes of set- 
tlement. The monthly income of 1% of 


the face amount during the Family In- | 
come period may be increased through 
annual excess interest dividends, = 


amount of which will vary with the nun 


ber of Family Income payments to be 
paid. 

The Society’s annuity riders may be 
added to the policy, thereby making it 


possible for the insured himself to enjoy 
a retirement income in later years, either 
alone or jointly with his wife. It con- 
tains some other attractive features. 


Row Grae: pees Tax 


The United States Senate on Tues- 
day afternoon broke up in a row follow- 
ing a heated debate over the amendment 
to the so-called “3% annuity tax.” Ser- 
ator Hebert, Rhode Island, wanted t 
strike out a House provision and Sen- 
ator Reed attacked Senator Hebert. The 
Senate voted to exempt annuity pay- 
ments of not more than $500 a year 


NORTHWESTERN MUTUAL GAINS 

An increase of approximately 
paid-for business during March as con 
pared with the same month last year !s 
reported for Northwestern Mutual Life, 


according to Grant L. Hill, director ol 
agencies at the home office in Miulwat- 
kee. For the same period the issued 


business this year in March shows abou! 
40% vain over last March. 


Cc. B. KNIGHT FIGURES 


The Charles Knight Agency, Union 
Central here, Bath an increase in paid- 
for business for the first quarter of 193 

The total business submitted the first 
three months in 1934 was $5,704,402. For 
the first quarter of 1933 total paid-fot 
business was $5,138,633. Paid-for busi 
ness for March, 1934, was $2,203,708 as 
avainst $2,159,629 for March, 1933. 


TO TALK BUSINESS INSURANCE 

“Business Insurance and Its Advair 
tages” will be explained in detail by H 
C. Lawrence, general agent in New Jet 
sev for the Lincoln National Life, > 
fore the members of the Rotary Club of 
Millburn, N. J... on Tuesday, April lt 


The luncheon will be held in Chanticlet ’ 


Inn at Millburn. 
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Every Week Is 


Financial Independence Week 


‘Te nationwide campaign during 
Financial Independence Week implanted in many minds the life 
insurance idea, made many prospects entertain more seriously the 
idea of using life insurance as a means of achieving the universal 


desire for financial independence. 


Only to the extent, however, that the individual life underwriter 
drives home its principles in his daily contacts, can such a 
campaign become useful or productive. To the really alert life underwriter 
every week is Financial Independence Week. Don't cross it off 


your calendar! 








LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
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Provident’s Dividend 
Seales Since Year 1865 


SOME COMMENTS BY COMPANY 
Statement Tells ‘Hew Average Actual 
Net Cost Schedules and Forecasts 
Have Been Compared 





The home office of the Provident 
Mutual recently made a survey of the 
various dividend scales which have been 
in use in the Provident since its foun- 
dation in 1865. The first of those adopt- 
ed in 1869 was made retroactive as to 
dividends falling due in the preceding 
years. Including this first dividend scale 
there have been fourteen scales in use 
where it is possible to compare for a 
period of ten years actually experienced 
net cost with what the net cost would 
have been had the dividend scale in use 
at the beginning of the ten year period 
been maintained throughout the period. 

In order to compare forecasts and ac- 
tual performances attention is focused 
upon the actual net cost for ten years 
on Ordinary life and Twenty Year En- 
dowment policies issued at age 35. On 
the one hand, it has the ten year net 
cost on each scale as it would have been 
had the scale remained unchanged for 
ten years. On the other hand, it has the 
actual net cost experienced over the ten 
vear period on policies issued at the 
time the new scales were adopted. 

“Taking first the Ordinary life policy 
we find that in nine cases the actual net 
cost was lower than the forecast; in five 
cases it was higher,” says the company. 
“The five scales, where the net cost ac- 
tually experienced was higher than the 
forecast based upon them, were those 
adopted in 1869, 1873, 1890, 1910 and 
1915. The forecast that worked out most 
unfavorably was that of 1873 adopted 
just before the great depression of the 
70’s. The difference between the actual 
net cost and the forecast was less than 
3% of the latter. Taking all fourteen 
scales, the average of the actual net cost 
was 2.7% lower than the forecasts. 


Twenty Year Endowments 


For the twenty year endowments, ten 
of the fourteen experiences resulted in 
net costs lower than the forecasts. Four 
of the forecasts were proved to be too 
low as compared with the actual experi- 
ence of net cost. These were in con- 
nection with the scales adopted in 1873, 
1884, 1890 and 1910. Of these the great- 
est variation was again in the scale of 
1873, the difference amounting to 3.4% 
of the forecast. For the fourteen scales 
the average actual net cost was 14% 
below the average of the fourteen fore- 
casts. 

It is interesting that the greatest va- 
riation in each instance was in connec- 
tion with the 1873 scale. This scale em- 
ployed an interest factor of 6%4% re- 
flecting what had been the experience 
of the boom years following the Civil 
War and immediately preceding the 
great depression of the 70’s. 

The Provident has had altogether six- 
teen net cost schedules preceding the 
one adopted for 1934 (including two 
adopted less than ten years ago which 
do not permit a comparison with actual 
net costs throughout a ten year period). 
These sixteen schedules covered a pe- 
riod of sixty-five years, so that, on the 
average, each schedule remained in ef- 
fect for an average of 4.1 years. 





GERMAN COURTS OF HONOR 

The new organization of the German 
industrial life provides for courts of 
honor to deal with unfair practices. Such 
a court is intended for insurance, to deal 
with unfair practices of all kinds, espe- 
cially with rate cutting. 





ROUMANIAN BUSINESS OFF 

New business in life insurance written 
in Roumania in 1933 fell off by 50% 
against 1932. The cause is the lack of 
confidence in the stability of political 
and economic conditions. 


OPENS HARRISBURG OFFICE 





Richard E. Myer Leaves Home Office 
of Mutual Life of New York to 
Become General Agent 

Richard E. Myer, for the past three 
and a half years in the agencies depart- 
ment of the Mutual Life of New York, 
has been appointed manager for the com- 
pany at Harrisburg, Pa. This agency 
has been newly established there as a re- 
sult of a general readjustment of all Mu- 
tual Life agency territories in Pennsyl- 
vania and is in the Mechanics Trust 
Building. 

Mr. Myer’s service with the Mutual 
Life dates from 1921, when he became 
district manager at Elmira, New York, 
having previously been with the Provi- 
dent Mutual. During his experience in 
the field he qualified regularly for the 
Mutual Life’s $250,000 Field Club and 
was 114 times on the company’s honor 
rolls for amount of business written or 
number of lives insured. In October, 
1930, he was brought into the home office 
to organize and put into effect a plan 
for the distribution of company litera- 
ture, training course material and sales 
helps to the Mutual Life field force 
through its managers. The plan is now 
in successful operation and will be con- 
tinued. 

Mr. Myer was born in Wyalusing, Pa., 
and has a degree of bachelor of science 


from the Wharton School of Finance 
and Commerce of the University of 
Pennsylvania. He has been active in 


life association work and is a past presi- 
dent of the Elmira Life Underwriters’ 
Association. 


RISK ACCEPTANCE POLICY 





Attitude of Penn Mutual Life Relative 
to Applications From Other Than 
Its Own Agents 

For some time the Penn Mutual Life 
has been focusing its risk acceptance 
policy chiefly upon applications submit- 
ted by its own agents. The judgment 
of the underwriting department is that 
Penn Mutual service of policyholders 
will necessarily be at its best when they 
are served by the company’s own repre- 
sentatives, who are intimate with Penn 
Mutual policy plans and have been 
trained in Penn Mutual routine service 
of policyholders and beneficiaries. In 
furtherance of this attitude Vice-Pres- 
dent Frank H. Davis has announced that 
hereafter the only applications that will 
be considered from others than its own 
agents will be for surplus lines in which 
the original company has accepted its 
full limit, and from brokers who, having 
Penn Mutual experience, give all of their 
life insurance applications to the com- 
pany. 





ALBERT C. MIRICK DEAD 

Albert C. Mirick, manager of the pol- 
icy loan division of the State Mutual Life 
at the home office and with the company 
for thirty-seven vears, died of a heart 
attack recently. He had attended to his 
office duties for the day and walked to 
the Worcester Public Library, where he 
had a sudden attack. He was sixty-one 
years old and had started with the com- 
pany as a clerk in 1897. 























The primary duty of the management of this 
| company is to assure the membership con- | 
| tinued enjoyment of the fundamental mutuality 
upon which the company was founded and 
under which it has functioned during the more 
than eighty-eight years of its existence . . . 
The Mutual Benefit Life Insurance Company, 


Home Office e 300 Broadway e Newark, N. j. 


MUTUDL 


| BENEFIT 














Zone Conferences Of 
Northwestern Mutua] 


ONE AT LIDO CLUB, LONG BEAcy 





Edgewater Beach, Chicago, to House 
Conference Next Week; Another 
Meeting at Colorado Springs 





Three zone conferences of the North. 
western Mutual Life will be held this 
year, the first at Edgewater Beach Ho. 
tel, Chicago, April 11-13, with the east. 
ern conference at the Lido Club, Long 
Beach, L. I., April 24-26. The western 
area meeting will be at the Broadmoor 
Hotel, Colorado Springs, May 9-11. Last 
year the conferences were combined at 
Chicago. 

President M. J. Cleary will speak at 
the conferences this year, as will Grant 
L. Hill, director of agencies, and William 
Ray Chapman, assistant director. Other 
assistant directors will attend zone con- 
ferences according to their respective 
territorial assignments for this year, 

Arthur C. Hoene, general agent at Dy- 
luth, Minn., president of the association, 
will also attend all meetings. Regional 
vice-presidents are Luther E. Allen, At- 
lanta, Ga., vice-president for the eastern 
Zone I; B. J. Strumm, Aurora, IIL, for 
central Zone II, and Curt A. Schroeder, 
Denver, Colo., for western Zone III. R 
H. Pickford, Cedar Rapids, Ia., is sec- 
retary and treasurer of the association. 

An unusual program has been provided 
for the zone conferences this year by 
the program committee, headed by 
Franklin L. Mann, Omaha, Neb., chair- 
man; Clifford L. McMillen, New York 
City, and Evans E. Cantrall, Springfield, 
Ill. Open forum discussions will occupy 
the first two days of each meeting, with 
only a minimum of set talks as are nec- 
essary to introduce the themes. All gen- 
eral agents will participate in the dis- 
cussions led by chairmen well prepared 
on specific subjects. 

Harry L. French of Madison, Wis. 
past president of the association, will be 
the keynote speaker at the Chicago con- 
ference, with Clifford L. McMillen of 
New York City opening the eastern 
meeting, and Franklin L. Mann of 
Omaha the western meeting. 





HOME SHOW DISPLAY 





Indianapolis General Agents of Lincoln 
National Life Have Novel Dis- 
play in Exhibit 

A unique display portraying the part 
life insurance plays in protecting the 
modern home will be exhibited by Burk- 
hart & Moore, Indianapolis general 
agents for the Lincoln National Life, at 
the annual home show in Indianapofis 
during the week of April 16. 

The center of the displav will be a 
miniature home roofed with Lincoln Na- 
tional policies. These are described as 
providing family income. clean-up fund, 
mortgage protection, retirement income, 
education for the children, etc. On 
either side of the miniature home the 
well-known life insurance argument, 
“Only three cents of every dollar of in- 
come is placed in life insurance, but 
cighty-seven cents of every dollar he- 
queathed at death comes from life in- 
surance,” will be visualized by large 
three dimensional placards. Literature 
racks, literature tables, a Lincoln penny 
guessing contest in which the prize is 4 
bronze bust of Abraham Lincoln, com- 
plete the features of the display. 


SPEECH ON PENSIONS 

Stress on the sale of pension insur 
ance to free both employe and employer 
of the burden of old age security was 
urged upon members of the Saginaw, 
Mich., Life Underwriters Association a! 
its latest meeting by W. H. McLaren, 
Detroit. 


GEORGE HOFFMAN DEAD 


George Hoffman, general agent for the 
National Life of Vermont, died in Pitts 








burgh recently. He had been in that posh 


for only five years. 
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wide depression the institution of Life Insurance in 
America has furnished an example of achievement that 
wins admiration wherever it is understood. 


jeg a period of almost unparalleled world- 


Between January Ist, 1929, and January Ist, 1934, the aeeure- 
politan Life Insurance Company, which insures the lives of more 
than 25,000,000 persons—nearly one-fifth of the total populations 
of the United States and Canada—paid to its policyholders and 
their beneficiaries more than Two Billion Dollars ($2,000,000,000). 
During the same period, its policyholders contributed, through 
their premium payments, toward the increase of more than 











‘Sean 31 1 928 


Figures an Ser 


The Metropolitan Life Insurance Company presents figures from its 
Annual Statement for 1933 and makes comparisons which show how 
the Company has carried on during the five difficult years since 1928 


One Billion Dollars ($1,000,000,000) in the assets held for future 
distribution to themselves and their beneficiaries. 


After payment, during that period, of more than Four Hundred 
and Fifty Million Dollars ($450,000,000) by way of dividends to 
policyholders, the Company’s surplus was increased by more 
than One Hundred Million Dollars ($100,000,000). 


These figures, of one company alone, are striking evidence of 
the reliance which the people of the United States and Canada 


place on the security and protection of life insurance. 
. . . . a 
Life Insurance is the most effective and satisfactory means of 


lait for the future of one’s self and one’s dependents. 








Hisdiiiaiie 31, 1933 


Pe nerease in. Five Years 









































$19,962,514.82 and the Unassigned Funds (Surplus) $243, 123, 032.71. 











ee a a $2, 695,475,965.64 $3,860,761,191.39 $1,165,285,225.75 
Statutory Policy Reserves . . ... . 2 374, 118, 707. 00. 3,358,462,467.00 984,343,760.00 
Other Liabilities ... ‘ - a are 161,281,258. 71 216,175,691.68 54,894,432.97 
Surplus, including Contingency Reserve ' 160,075,999.93 286,123,032.71 126,047 ,032.78 
Insurance in Force ....... + 16,371 996, 002.00 18,802,984,818.00 2,431,028,816.00 
During the year I 928 During the year 1933 T otal for Five Years 
Dividends paid Policyholders . . . .. . 67,904,719.32 101,790,536.56 450,608,045.72 
Total paid Policyholders and Beneficiaries 
(including Dividends) ....... 283,396,831.69 572 wnhieemen 85 2,319,359,211.70 
Report for the Year Ending prseen 31, ‘1933 
(In accordance with the Annual Statement filed with the New York State Insurance Department) 
Assets $3,860,761,191.39 «wry, Life Insurance Outstanding 
Liabilities € Ordinary Insurance . $9,936,236,416.00 
Statutory Policy Reserves $3,358,462,467.00 Industrial Insurance (premiums 
Reserve for Dividends payable weekly or monthly) 6,424,469,056.00 
payable in 1934 upon 
Industrial Policies $45,232,899.00 Group Insurance . 2,442,279,346.00 
Ordinary Policies i 48,188,553.00 ae —_ — aaa a 
Sinaia dak Whaat Vidialies 1808, 000.00 Total Insurance Outstanding . $18,802,984,818.00 
= <9: Policies in Force (including 
Total Reserve for Dividends 95, 230, 452.00 : ; 
All Other Liabilities 120,945,239.68 1,352,614 Group Certificates) 41,660,510 
Contingency Reserve 43,000,000.00 Paid-for Life Insurance Issued, Revived and Increased in 
Unassigned Funds Ciueshen) . 243,123,032.71 1933, $3,174,994,475. Ordinary, $1,583,300,706; Industrial, 
— — $1,505,470,439; Group (excluding Increased) $86,223,330. 
$3,860,761,191.39 Pa 7 
‘ 871. 233.003.33 » Accident and Health Insurance Outstanding 
neome in 1933 . petri Principal Sum Benefit $1,213,622,700.00 
Increase in Assets during 1933 : 91,388,766.11 Weekly Ind 9 
NOTE—The values used for stocks and for bonds not subject to amortization are eekly in emnity 12,536,918.0 
<p ay er - Dividends Paid to Policyholders to date plus 
to amortization, the Total Assets are $3,837,723,706.21, the Contingency Reserve those declared for 1934 . sat 472,210.17 











FREDERICK H. ECKER, President 








This is a mutual Company. There are no stechhollers, All of its assets are e held — the beneht “ its Putiaiiutiiers 


METROPOLITAN LIFE INSURANCE COMPANY 


NEW YORK 


LEROY A. LINCOLN, Vice-President and General Counsel 




















Round-Table Has 
Its First Anniversary 


10 AT MONTGOMERY DINNER 


Prominent Psychologists Among Guests; 
Organization Began As _ Informal 
Group; Testimonials Presented 


a hundred members of the 
Round-Table and 
attended the first 


More 
a? * 


than 
Montgomery 


guests Tuesday night 
anniversary dinner of the group, held at 
Schrafft’s, Fifty-seventh Street, New 


York. Among the guests were Dr. A. A. 
Roback, famous psychologist ; and Gen- 
eral Agents J. S. Myrick and Ben Hyde. 

Eight representatives of the Chase Na- 
tional Bank attended, including Vice- 
President awe Irish. 

The Round-Table is an informal or- 
ganization composed of men who have 
studied selling problems with Mr. Mont- 
gomery, sales consultant and literary 
writer on insurance. The group was 
founded a year ago by about a dozen men 
from the Chase National Bank and from 
the life insurance field. It has since grown 
considerably in number and holds month- 
ly luncheon meetings. Alexander Mac- 
Leod, Luther-Keffer Agency, Aetna Life, 
is president; Parbury Schmidt, also 
Aetna, secretary. Toastmaster at the 
dinner was Benjamin Alk, Ben Hyde 
agency. Speakers were Henry C. Link, 
secretary, Psychological ( ‘orporation, 
and Mr. Montgomery. Dr. Link’s talk 
is printed elsewhere on this page. 

Mr. Montgomery emphasized that the 
life insurance agent should be the most 
effective pleader before the bar of social 
justice. 

Edward B. Lombard, 
agency, Mutual Life, presented a testi- 
monial letter from the members of that 
agency to Mr. Montgomery who is now 
doing sales consultation work there. Wil- 


Julian S. Myrick 


liam Althoff, Aetna Life, presented let- 
ters from the members of the Round- 
Table, and Owen Smith, Connell agency, 


Provident Mutual, also paid tribute to 


Mr. Montgomery’s work. 


POLICYHOLDERS WILL NOT LOSE 
Under an agreement between the Iowa 
Insurance Department and the Hercules 
Life, lowa policies of the National Lite 
of the U. S. A. will be reinsured under 
a separate contract which removes the 
liens and restor. 
U. S. WANTS $230,972 
The Federal Government is seeking to 
collect $230,972 additional income tax and 
penalties from M. E. Singleton, former 
president Missouri State Life. He is ne- 
gotiating in hope of a settlement. 


DR. ROSS HUSTON BETTER 


Dr. Ross Huston, 
the Bankers Life Co 
turned to work Monday. He 
La Jolla, Cal., since October 
from illness. 


medical director of 
in Des Moines, re- 
had been in 
recovering 


W. W. MOORE KILLS SELF 


William Wallace Moore, former vice- 
president of the Inter-Southern Life of 
Louisville, was found dead in his home 


of a self-inflicted bullet wound. 


Savings Banks Bill 


(Continued from Page 1) 

No policy may exceed $1,000 and 
no old age annuity may exceed $200. The 
banks are not permitted to employ in- 
urance agents nor to issue policies call- 
ing for premium payments more often 
than once a month. Cash _ surrender 
values must be granted after six months’ 
premiums have been paid. The insur- 
ance funds of any bank taking advan- 
tage of the privilege to issue policies 
must be kept separate from savings de- 
posits, but are to be invested and taxed 
in accordance with the statutory provi- 
sions relating to savings bank funds. The 
system would be under supervision of 
both the Superintendent of Banks and 
Superintendent of Insurance. 


State. 
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Social ere a Aeaie 


Can Be Tested, Dr. H. C. Link Claims 


Aptitude of Prospective Salesmen for Business Can Be Indi- 
cated by Ratings, Secretary of Psychological Cor- 
poration Tells Round-Table 


Social habits of aggressiveness and 
tact that are essential to the success of 
a life insurance agent can be tested by 


science before a prospective agent is tak- 
field, it 
Henry C. Link, 
of the Psychological Corporation of New 
York, at the 
cs he Round-1 
Tuesday night in New York. 
The Psychological 


en into the insurance was as- 


serted by Dr. secretary 
dinner of the 
held 


anniversary 
Montgomery ‘able 
Corporation of 
which Dr. Link is secretary is an organ- 
ization of 300 
do research work for business projects. 

Of all the 


life insurance 


leading psychologists to 
businesses in existence the 
probably the 
insurance 


business is 


most scientific in its aspects, 


but tremendous exists in the 
selling part of the business, Dr. Link 
said. Such wastage also exists in the 
distribution methods of other industries, 
he pointed out. 


wastage 


“It wastes the time, money and ener- 
ey of thousands of salesmen who will be 
kept going for only a few months,” said 
Dr. Link. “It wastes office and desk 
space, materials and supervision for sales 
staffs a huge percentage of which is not 
productive. It wastes the energies of its 
one salesmen by allowing its poor sales- 
men to build up a resistance to insurance 
among the good prospects. 

“What 
this 


contribute to 
attempts of 


can psychology 
problem? The first 


psychologists in this field were brilliantly 
successful from a psychological point of 
view, but very disappointing from a prac- 
tical viewpoint. In short, the patient 
died. I refer to the experiments with 
intelligence and mental alertness tests. 
“\ dozen or more excellent experi- 
ments in which some insurance compan- 


ies invested considerable sums proved 
that general intelligence was not re- 
quired in selling life insurance. These 


tests were really tests of scholastic ca- 
pacity or ability to make progress along 
educational lines. It has since been 
proved in additional ways, by the Phoe- 
nix Study for example, that intelligence 
of the kind required by formal education 
is not important in selling life insurance 

a negative but still a very valuable re- 
sult. 


Salesmen Can’t Just “Get” Necessary 
Characteristics 
“But in the fifteen years since these 


experiments what has psychology con- 
tributed? Let me begin by accepting in- 
surance agents’ own statements as to the 
basic requirements of a good salesman. 
First, he must make many calls. Sec- 
ond, he must be able to get his prospect’s 
point of view. Let us agree that these 
two requirements are fundamental. 
“You have heard dozens, maybe hun- 
dreds. of speeches advising salesmen to 
get the prospect’s point of view. You 
might just as well tell a six months child 
to get up and dress itself as tell a man 
to get another man’s point of view. It 
takes a child several years of constant 











Evansville, Indiana:— 


50 UNION SQUARE 








GUARDIAN LIFE 


NEWS 


ABOUT THE NEW 
SINGLE PREMIUM 
SPECIAL INCOME ANNUITY 


To The Guardian’s attractive Special Income Annuity con- 


been added a Single Premium Special Income Annuity! 


“This new Annuity is just what we need today!” 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Established 1860 








tracts (for which there has been no increase in rates) has 


Its 


reception by the Guardian field is typified in the comment of 
Louis B. Levi, Co-Manager, LEVI BROTHERS AGENCY, 


NEW YORK CITY 

















practice and training to 
habits of dressing. 

“You might just as well tell a baby op 
a bottle to eat a square meal with 4 
knife and fork as tell a person he should 
put himself in the other fellow’ S place. 

“Getting the other man’s point of 
view on being tactful consists of a large 
collection of little habits just like the 
habits of tying shoe laces, eating with q 
knife and fork, writing the alphabet 
spelling, ete. 

“Adults in the course of life and asso. 
ciating with other people acquire the 
habits of attention to other people and 
to their interests. Some people acquire 
these habits extremely well—these we 
call extroverts. Some acquire them in 4 
limited degree—these we call introverts 
Others acquire them in an average way-. 
the se we call ambiverts. 

“Psychologists, after fifteen years of 
experimenting have developed _ tests 
which measure the extent to which peo- 
ple have acquired introvert or extrovert 
habits, so that they can say to an indi- 
vidual: ‘You are more extrovert in your 
habits than the average person; in fact, 
you are more extrovert than 78% of nor- 
mal people.’ 


Possible to Tell Which Ones Seem Fit 


“On the basis of such a test the psy- 
chologist may say: ‘You have the basic 
habits or personality traits which make 
it natural and easy for you to see the 
other man’s point of view.’ Or ‘You are 
more introvert in your habits than the 
average person; you are more introvert- 
ed than &5% of normal people. You 
should not go into field selling where 
success depends so largely on habits you 
do not possess.’ : 

“Take this matter of calling on people 
—cold canvassing or any kind of can- 
vassing. Salesmen who do not make 
enough calls are considered lazy. The 
answer which general agents have for 
this problem is self-confidence. They try 
to inspire their salesmen with confidence 
in themselves, through pep talks, short 
training courses and courses in how to 
size up the prospect by the thickness of 
his lips or the slant of his eyebrows. 
They fail to realize that taking the initia- 
tive in calling on or talking with people 
consists of a wide collection of social 
habits which it takes many years to form 
and which many people never acquire to 
any extent. 

“Our tests enable us to measure a col- 
lection of such habits so that we can 
say: ‘In habits of taking the initiative 
in dealing with people you are better 
equipped than 65% of the population 
used as our norm or standard.’ Or ‘You 
are less aggressive socially than 78% of 
normal adults.’ 

“In groups of life insurance salesmen 
we have tested in this way we have found 
the average aggressiveness only very 
slightly above the average for people 
generally. 

“Tn other words, so far as getting so- 
cially aggressive salesmen was concerned 
the general agent might just as well have 
picked out the first fifty men he met on 
the street. 

Training Social Habits an Added Burden 

“Training life insurance salesmen is a 
big enough job in itself without assum- 
ing the added burden of trying to train 
men who haven't, at a mature age, 
learned the habits of eating with a knife 
and fork socially or how to tie their own 
shoe laces in getting other people’s point 
of view. Psychological tests will not 
enable us to select men who are bound 
to be successful salesmen. They do en- 
able us to select men who have at least 
the basic habits necessary for becoming 
good salesmen. They can help eliminate 
much of the waste in the present hit 
and miss system. 

“Better still, they can help in diagnos- 
ing the particular weakness which is pre- 
venting some otherwise excellent agent 
from achieving his potential volume. 
There are many quarter million agents 
who have the equipment to write a mil- 
lion, if their personality traits and habits 
were diagnosed, so that they could be 
helped to adopt a plant fitted to their in- 
dividual needs.” 
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Home Office 


If Aladdin Were Alive To-day— 


He would probably recognize in the stock ticker the modern 
adaptation of his Magic Lamp. 


The ticker is cruelly deceptive, as recent history proves, but it 
is none the less alluring. Men will continue to gamble at long odds 
in the hope of finding a short cut to wealth. The inherent craving 
for sudden riches is deep-seated and enduring. 


Why trust to luck or magic? Fortune is fickle and her favorites 


are few. 


The really fortunate man is he who accumulates a competence 
through thrift and foresight. But the accumulation of a compe- 
tence takes time and many a savings program fails to mature 
because the saver doesn't live long enough to save the amount 
he intended. 


That's where Life Insurance comes in. Take for example, a $10,000 
Endowment to mature at age 65. When the policy is issued that 
$10,000 estate is created immediately so that if the insured does 
not live to save the full amount, the $10,000 he intended to save is 
paid to his beneficiary in full, even though he lives to make only one 
annual deposit. 


That's a touch of magic that would make Aladdin blink. Nothing 
else but Life Insurance can perform this financial miracle, but it is 


based on actuarial science and there is no gamble or guesswork 
about it. 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


A HUMAN INSTITUTION SERVING HUMAN NEEDS 
CHARLES F. WILLIAMS, PRESIDENT 


Cincinnati 
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Medical Section A. L. C. 
Plans for Convention 


TO MEET AT HOT SPRINGS, VA. 


Degenerative Diseases Have Prominent 
Places on Program; Symposium on 
Disability a Feature 
Degenerative diseases that have been 
taking increasing toll of life insurance 
policyholders will have a prominent place 
in the discussions at the American Life 
Convention Medical Section convention 
at the Homestead, Hot Springs, Va., 
June 14, 15 and 16, according to the pro- 
gram just announced by Dr. Donald B. 
Cragin, medical director of the Aetna 
Life and program chairman for the con- 
vention. Dr. John R. Neal, chairman of 
the section and secretary, treasurer and 
medical director of The Abraham Lin- 

coln Life, will preside at the sessions. 

A feature of the meeting will be a 
symposium, “The disability clause in life 
insurance as we see it in 1934.” Those 
who will discuss the subject from the 
viewpoints of the underwriter, the 
agency, and the inspector have yet to be 
named but Dr. Irving Spear of Baltimore 
will speak from the medical standpoint 
and W. I. Morrow, assistant secretary 
of the Aetna Life, from the angle of the 
claim adjuster. 

Among those discussing technical 
medical subjects bearing on life insur- 
ance will be Drs. F. A. Willius, associate 
professor of medicine, University of 
Minnesota and head of the cardiac de- 
partment, Mayo Clinic; A. F. Hall, Jr., 
assistant director, life conservation divi- 
sion, the Lincoln National Life; Rey- 
nolds C. Voss, assistant medical director 
Pan American Life, Aldea Maher, direc- 
tor of the Pan-American Laboratory and 
assistant pathologist at the Hotel Dieu, 
and H. H. Shook, medical director of the 
Ohio National Life. 


Insurance Performance 
Discussed by A. F. Hall 


EFFECT OF RECEIVERSHIPS 


Lincoln National ‘x Paid Out $850,000 
to Beneficiaries Under Royal 
Union Claims 





The proper performance of life insur- 
ance even after a company has gotten 
into difficulties has been demonstrated by 
the fact that over $850,000 has been paid 
out on Royal Union claims in the four 
months since the Lincoln National rein- 
sured that company, it was pointed out 
by Arthur F. Hall, president of the Lin- 
coln National, in a recent address before 
the Fort Wayne Life Underwriters As- 
sociation. 

“A few companies ceased business dur- 
ing the depression—collapsed under the 
severe burden of an unprecedented de- 
fl ation. What of it?” asked Mr. Hall. 

“Their business represented less than 
2%% of the insurance in force of all 
companies, and it represented only about 
one-fifth of 1% loss to policyholders of 
all the companies because these retiring 
companies were taken over or reinsured 
by other companies that are paying death 
claims in full on the reinsured business. 

“Thus the chief purpose of life insur- 
ance is being carried out even in these 
cases. The loss to owners of many other 
forms of investment than life insurance 
has been from 100 to 500 times greater 
(20% to 100%). 

“To say that it has been through this 
testing time unscathed would be foolish. 
Weaknesses have manifested themselves, 
but, thanks to the strength inherent in 
its being, they have been corrected with- 
out endangering the basic structure. 
Truly we who have had a share in this 
achievement may well be proud of the 
great social institution with which we 
have associated ourselves. We have kept 
faith with those who placed their de- 
pendence in us, and as the dawn of eco- 





THE 


COMPANY of 





this policy provides 
option 


to maturity 


LINCOLN NATIONAL 


* A Monthly Income for Life 


* Elective Maturity dates 


LIFE INSURANCE 


Fort Wayne, Indiana, offers the 


FIVE STAR ANNUITY. Meeting popular demand, 


* A cash 


* Full Insurance Protection 


* Guaranteed Low Cost Rates . . . . . , 





nomic recovery breaks upon us we may 
well face the future secure in the knowl- 
edge that life insurance will ‘carry on’ 
as it has so well during these last four 
years.” 


DRIVE TO INSURE WOMEN 





Miss Mary Taylor, Twenty-seven Years 
With Jefferson Standard, Sponsor 
of Unusual Campaign 

\ drive for insurance on lives of wom- 
en is to be staged by the Jefferson 
Standard Life all this month. Special 
campaign material has been prepared by 
the home office and placed in the hands 
of the agents. Miss Mary Taylor, sec- 
retary to President Julian Price and who 
has been with the Jefferson Standard for 
twenty-seven years, is acting as sponsor 
for the drive. 

The drive features the Jefferson Stand- 
ard’s new Optional Retirement Income 
contract, which allows the policyholder 


to designate the beginning of the income 
at any time between the ages of fifty 
and seventy. Under this special plan it 
is not necessary for the policyholder to 
select a retirement date at the time the 
policy is applied for. 

Miss Taylor has selected an attractive 
prize which will be awarded to agents 
producing business on the lives of women, 

Agency Manager A. R. Perkins states 
that the branch office managers have re- 
ceived campaign plans with enthusiasm 
and the company is expecting a large 
volume of business from the field of 
women prospects. It is also hoped that 
a large number of new prospects will be 
developed as a result of this drive. 





DEVINE’S BRANCH OFFICE 
J. P. Devine, general manager of the 
Union Central Life’s home office agency, 
Cincinnati, O., has opened a branch of- 
fice at Norwood in charge of: Sid 
Marean. 





l 





FORMS 


AVAILABLE 


“TURN OLDEN DAYS INTO GOLDEN Days”! 


with 


BERKSHIRE LIFE ANNUITIES 


SINGLE PREMIUM IMMEDIATE ANNUITY—WITH CASH REFUND 
OPTION OR WITHOUT REFUND OPTION—OR WITH INSTALLMENT 


REFUND OPTION. 





"JOINT AND ‘SURVIVORSHIP ANNUITY—WITHOUT REFUND. 
SINGLE PREMIUM DEFERRED LIFE ANNUITY—WITHOUT 


REFUND. 


“SINGLE PREMIUM RETIREMENT ANNUITY (DEFERRED) WITH- 
OUT REFUND OPTION OR WITH INSTALLMENT REFUND OPTION. 


*ANNUAL PREMIUM RETIREMENT (DEFERRED) FORM 930, WITH- 
OUT REFUND OPTION OR WITH INSTALLMENT REFUND OPTION. 


*RETURN PREMIUM RETIREMENT ANNUITY. 
*THE ACCUMULATIVE ANNUITY. 

















*PARTICIPATING. 


“ASK ANY BERKSHIRE AGENT”? 
BERKSHIRE LIFE INSURANCE COMPANY 


FRED H. RHODES, 
President 


—Incorporated 1851— 





Pittsfield, Mass. 
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Massachusetts Mutual 
“Family Maintenance” 


COMPANY ISSUES NEW POLICY 
‘nation of Ordinary Life and 
ee ver Term; Description of 
Contract and Provisions 





The Massachusetts Mutual has begun 
to issue policies on the “Family Main- 
tenance” plan. 

This policy is a combination of Ordi- 
nary Life and Twenty Year term insur- 
ance. 

A unit consists of $1,000 of Ordinary 
Life insurance called the “Sum Insured” 
and $1,367 of Twenty Year Term insur- 
ance. The combined proceeds are such 
that if death occurs within twenty years 
from the date of issue, a guaranteed in- 
come of $10 a month for each $1,000 of 
sum insured will be payable for twenty 
years after the date of death, at which 
time the monthly income ceases and the 
sum insured itself will be payable. 

If the insured outlives the twenty 
years, the premium under the contract 
is reduced to the Ordinary Life premium 
for the sum insured only, at the rated 
age as of the original date of issue. Upon 
his subsequent death the sum insured is 
payable exactly as under a regular Ordi- 
nary Life policy. . ar 

It will be seen that this policy is the 
same as the Family Income Twenty 
Year plan except that if death occurs 
within twenty years from the date of 
issue, the monthly income is payable for 
twenty years from the date of death in- 
stead of for the balance of twenty years 
from the date of issue of the policy. 


Dividends and Non-Forfeiture 


Dividends under this contract will be 
the same as those paid on an Ordinary 
Life policy issued at the same time, at 
the same age, and for the amount of the 
sum insured. 

The cash values during the first twenty 
years are never less than the cash values 
on the corresponding Ordinary Life pol- 
icy and in fact are generally greater. The 
same also holds true of the paid-up val- 
ues since the amount of paid-up insur- 
ance in the event of lapse is that which 


‘the cash value will purchase at the time 


of lapse. The period of extension, how- 
ever, is generally shorter because the ex- 
tended insurance is so computed that the 
amount is $2,367 for any part of the ex- 
tended term period which comes within 
twenty years from the date of issue of 
the policy and is reduced to $1,000 after 
this twenty-year period. For example, 
if the contract should lapse on the ex- 
tended term basis at the end of five 
years and the contract is extended for 
three years, the amount of protection 
would be $2,367 during the entire pe- 
riod of extension. If, however, the pol- 
icy should lapse at the end of fifteen 
years and be extended for seven vears 
the amount of insurance would be $2,367 
for the first five years of extension and 
$1.000 for the last two years. 

If for any reason it is desired that the 
additional protection furnished under the 
Family Maintenance feature be discon- 
tinued, this may be done without medical 
examination and an allowance will be 
made to the insured of the difference be- 
tween the cash value on the Family 
Maintenance policy and the cash value 
on the Ordinary Life contract, but the 
allowance will not be greater than the 
difference of the reserves on the respec- 
tive policies. Premiums after the change 
will be reduced to those payable on the 
Ordinary Life plan as of the original age 
and date of issue and disability and ac- 
cidental death benefits may be continued 
after the change. 


Other Features 


In respect to other features the com- 
Pany says in part: 

Commutation. The contract does not permit 
the beneficiary to commute the monthly income 
Payments except upon the written authority of 
the insured filed with the company during his 
‘fetime. When small amounts of income are 
involved and there are no other resources, the 
eneficiary might desire and actually need to 


anticipate the proceeds of the policy which ac- 
cording to the terms of the contract are pay- 
able as an income with a final payment of the 
sum insured. In such cases this point should 
be brought to the insured’s attention so that he 
may give the beneficiary the right of commuta- 
tion if he considers it advisable. The same privi- 
leges of commutation will be available as can 
now be had under the Family Income policy. 

Interest Dividends Payable After Death. In 
addition to the guaranteed income of $10 per 
month for each $1,000 of sum insured, the pol- 
icy provides for the payment of monthly interest 
dividends for the beneficiary commencing with 
the first monthly income payment. The, amount 
of these dividends depends upon the amount of 
excess interest allowed over the 3% guaranteed 
rate and will be exactly the same as the monthly 
interest dividends payable under a Family In- 
come policy that becomes a claim for the same 
amount of monthly income payments where the 
payments are made for a period of twenty years. 

Age Limits—Disability and Accidental Death 
Benefits. The contract will be issued at ages 
20 to 45 inclusive on the lives of men and 
women. Disability and accidental death bene- 
fits for each $1,000 of the sum insured may be 
added subject to the usual limits as to age and 
amount for these features. Premiums for these 
features are given on Pages 4 and 5 of the 
Family Maintenance Rate Book. The amount 
of accidental death benefit will be paid upon 
receipt of proof of such death and in one sum 
unless otherwise provided in the policy. 

Limits of Amounts. The maximum amount of 
insurance that may be written on this plan is 
$75,000 (sum insured) of which $37,500 is re- 
tained by us and the remainder is subject to 
the willingness of the reinsurance company to 
accept the risk. In no event, however, shall a 
greater amount of insurance be issued than 40% 
of the amount of our present limits on the Or- 
dinary Life plan. In calculating the limit of 
additional insurance available to any individual, 
the amount of the Family Maintenance policy 
should be included at 214 times the amount of 
the sum insured. 

Term Conversion. Term-Automatic Life poli- 
cies may be converted (under Plan II only) to 
the Family Maintenance policy without medical 
examination provided, however, that the sum in- 
sured under the Family Maintenance policy shall 
not exceed 40% of the amount insured under 
the Term policy under which conversion is to be 
made. Conversion of the full amount under 
Plan II may be made upon satisfactory evidence 
of insurability provided such amount does not 
exceed the limits under the Family Maintenance 
plan. 





c. L. U. LUNCHEON 


James T. Phillips, Assistant Actuary of 
New York Life, Guest Speaker 
At Local Meeting 

At the luncheon-meeting of the New 
York Chapter of Chartered Life Under- 
writers held at the Advertising Club, 
New York, on Tuesday the guest speak- 
er was James T. Phillips, assistant ac- 
tuary of the New York Life. After his 
talk, in which he discussed annuities and 
nost-depression opportunities for agents 
in the annual premium field, Mr. Phil- 
lips answered questions of other C.L. U. 
members present. He also said that 
agents should interest young prospects 
in straight life insurance rather than trv 
to sell them annuities. 

Freeman Essex, Northwestern Mutual 
in Portland, Ore., also spoke at the 
meeting. 





SUPERVISORS HEAR TODD 
Brokerage Application Should Tell Why 


Company Was Selected, Executive 
Advises New York Ass’n 

Brokerage supervisors should always 
pass along to the home office underwrit- 
ing department of a company the reason 
why that particular company was picked 
for the coverage, it was pointed out to 
the Life Supervisors Association of New 
York by F. Phelps Todd, vice-president 
and insurance supervisor of the Provi- 
dent Mutual Life who addressed the as- 
sociation’s luncheon this week. Mr. 
Todd was the first speaker from outside 
New York that the association has had. 

Companies are watching brokerage 
business with especial care in view of 
recent high mortality, and so Mr. Todd 
advised that all possible information 
about the case always be sent along, to 
avoid uncertainty in the home office un- 
derwriter’s mind as to what may lie be- 
hind the obtaining of the application. 





NEW OMAHA GENERAL AGENT 
Earle E. Best, Little’ Rock, has been 
made agency manager Union Central in 
Omaha. Agent Harry C. Steel will de- 
vote his time to personal production and 
caring for the requirements of clients. 
Tn 1930 Mr. Best was assistant banking 
commissioner of Arkansas. 




















59- YEAR RECORD 
OF 


PROTECTION TO 
POLICYHOLDERS 


Since it started business in 1845, this Company has paid 
to policyholders and beneficiaries over $3,910,000,000. 


Over one billion dollars of this amount was in dividends. 


The stability of this strong mutual company has been 
particularly demonstrated during the past four years of 
business depression. In every one of these years, income 


has exceeded disbursements. 


Throughout all the years—during every panic, every 
war and every epidemic down to the present hour—the 
New York Life Insurance Company has met every obliga- 
tion to its policyholders and beneficiaries; it is amply pre- 
pared to continue to do so throughout the life of every 


one of its insurance and annuity contracts. 


New York Life 


Insurance Company 
51 Madison Avenue 
New York, N. Y. 


HOME OFFICE BUILDING 
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Keeping in Touch With the Best Ideas. Checking 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. Where Do I Fall Down? 
Why Do I Not Get Results I Feel I Am Entitled To? 


Future Income 


Life Insurance Salesman: 


“T think, Mr. Prospective Client, that perhaps you are a little too close to your own 


affairs to pass unprejudiced judgment on these facts. 


In this case I may understand 


your needs and welfare better than you do yourself. 
“Leading physicians state that men who are free from the fear of economic un- 


certainty live much longer, 


other things being equal, 
eventually have to set up some form of permanent income 
and it should be absolutely free from any care or supervision on your part. 


than the average. You will 

A ae 
arrangement for yoursél{ 
This plan 


I am showing you is the best way—in fact, the only way that is safe, sure and certain 


as well as being the only way in which you get what you are entitled to get: 
working power of your past savings in terms of future income. 


deprive you of that right.” 


the full 
Do not let anybody 


Motive 


In private life, in conversations and 
opinions, men give credence to one an- 
other because usually no motives exist 
back of the views or opinions expressed. 

In the world of selling a different at- 
titude prevails. Back of the views and 
opinions expressed by the seller a motive 
exists. 

Law lays down the principle that “No 
judge is competent to try his own case.” 
Why? Because his mind, perhaps quife 
unconsciously, is warped because it is his 
own case. 

Business simply accepts the principle 
found sound in law, and views represen- 
tations of the seller as possibly biased. 

The resultant is a perfectly justifiable 
attitude of skepticism. 

When a life insurance salesman recog- 
nizes that the prospective client does not 
accept his version as necessarily correct 
(though it may really be correct) then we 
shall have less “say so” and more show so. 

Prospective clients want independent 
testimony, or independent proof on the 
evidence of the facts. 

A set of facts is one thing. Generaliza- 
tions out of the facts is another. Darwin 
had a set of facts out of his voyage of 
the Beagle. His ultimate generalization 
gave the world the vivid romance of evo- 
lution. Banvard had a set of facts about 
Uranus; inference from them brought 
about one of the most remarkable astro- 
nomical achievements of his time—the 
discovery of another planet through the 
aberrations of Uranus. Newton had a set 
of unrelated facts till he arrived through 


them at the gravity generalization (infer- 
ence). This gave the world the beautiful 
laws that control the universe. 

Dry facts are but as the bricks and 
stones with which men build the beautiful 
edifices of thought that tower before the 
human mind. 

Even the novelist in his world of fiction 
must establish facts or fictional facts be- 
fore his story can proceed. From such 
facts come the lights and shadows that 
give action and interest to his work. 

Every fact is as the rough diamond: 
capable of being cut to a hundred facets, 
each to reflect a glory of light and color. 

The facts are essential; but treatment 
of the facts is yet more essential. The 
statistician is one thing. The salesman is 
another. There is a great difference be- 
tween a fact and the selling value of that 
fact. 

The seller must always realize that he is 
selling, that his motive is to sell, and be- 
cause of that motive he is always held to 
be biased. A splendid offset to this nat- 
ural attitude on the part of the prospec- 
tive client is to bring in the words of other 
men, unbiased third parties, which confirm 
the facts presented hy the seller. The un 
biased third parties must be recognized 
as authorities and quotations from whet 
they sav count. 

In this way if the prospective client dis- 
agrees with the points presented he is not 
necessarily conflicting with the salesman’s 
views; he is simply disagreeing with some 
one else’s thought and there is no 
head-on collision. 


Building A Selling Vocabulary 


You do not necessarily increase the ef- 
fectiveness of your selling vocabulary by 
merely adding more words. In fact, it 
might be done by reducing the number 
of words but increasing the power of 
those you are already using. The fewer 
the words needed to bring about a picture 
in the prospective client’s mind the better. 

You should practice word combinations 
and command-suggestions and file them 
on cards for constant revision and prac- 
tice. Start off with a selling sentence I 
have often used in this column: “Under 
these circumstances I don’t have to tell a 





FARMER & WARRICK AGENCY 

James P. Farmer, formerly manager of 
the Chicago agency of the National Life 
of the U. S. A., and William F. Warrick, 
former assistant manager of the san 
agency, have been appointed Chicago 
general agents for the Guarantee Mutual 
Life of Omaha. They will operate sep- 
arately from the company’s branch office 
under Sam B. Starrett, Jr 





DARNALL GENERAL AGENT 
The Atlantic Life has appointed C. C. 
Darnall general agent for Minnesota. He 
is president of the O. M. Spratt Corp. 


man of your kind that they wouldn't even 
have a fighting chance,” applied to a man’s 
family where a prospective client nas not 
made sufficient income provision for them. 
Add to this another selling sentence of 
mine: “In the event of your not being 
able to see your plans for them through 
personally.” Invent selling sentences of 
your own. 


Mr. Montgomery will answer _ the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 


SCRANTON LIFE GAINS 

The Scranton Life paid business for 
the first three months of 1934 is 23% 
ahead of the same figures in 1933. Each 
month has shown a satisfactory im 
provement in this respect. Analysis of 
business written indicates that more 
policies in smaller amounts are being 
paid for than in former years. 

Of particular interest is the fact that 
the leading Philadelphia agency, directed 
by Benjamin Freifelder, shows an in- 
crease of 54% of paid business for the 
first three months of the year. 


Continental Hearing 
Sets Testimony Record 


O’MALLEY CROSS - EXAMINED 





Witnesses Have Been Appearing for 
Fifty Days in St. Louis Court; 
Superintendent Explains Action 





All records in taking testimony in an 
insurafice case are being broken in St. 
Louis where witnesses have appeared 
for more than fifty days in the suit of 
Superintendent of Insurance O’Malley of 
Missouri to dissolve the Continental Life 
of that city for alleged insolvency and 
gross mismanagement. The company de- 
nies insolvency. Mr. O’Malley went on 
the stand for cross-examination on April 
2. The action started on January 3 last. 
The company is now in the hands of an 
agent appointed by the court. 

Attempted Peaceful Settlement 

In his direct testimony O’Malley told 
of his efforts to work out a peaceful 
settlement of the situation with Ed Mays, 
president of the Continental Life, so as 
to avoid the necessity for bringing the 
receivership action against the concern. 
He stated that as late as December 14 
he believed the company was solvent be- 
cause of representations made to him by 
Mays and Charles G. Revelle, then vice- 
president and general counsel for the 
Continental Life. He identified letters 
he sent during December to the insur- 
ance commissioners of several states as- 
suring them that the interests of the 
Continental Life were being protected 
and stated that at the time he wrote 
those letters he did not believe that the 
company’s reserves were impaired. 

The Commissioner stated that figures 
supplied to him by a national bank ex- 
aminer led him to believe that the Grand 
National Bank would be able to obtain 
an adequate loan from the Reconstruc- 
tion Finance Corporation to enable it to 
reopen on January 1, 1934. He added 
that he was “shocked” to learn later that 
the R.F.C. would lend only $80,000 on 
so-called “slow assets” of the bank to- 
taling $625,000. The Continental Life has 
$678.000 on deposit in the Grand Na- 
tional Bank. O’Malley expressed the 
opinion that the bank will not pay out 


more than 50% on its unsecured claims. 
Ed Mavs, who is also president of the 


bank. has contended both the Grand Na- 
tional Bank and the Wellston Trust 
Company of Wellston, Mo., will pay 
out 100% and that the life company will 
not lose a cent of its deposits in the 
banks. 
Tried to Get May’s Resignation 

Soon after taking office O’Malley tried 
to get Mavs to resign, but finally agreed 
to permit Mays to continue as president 
at $7,500 a vear plus free rent on his 
pent house apartment atop the Conti- 
nental Life Building with the proviso 
that while he would continue to hold the 
title of president his participation in the 
affairs of the company would be merely 
advisory. Mays rejected this proposal 
and also ignored an ultimatum from 
O'Malley on the morning of January 3 
that he step out. It was the rejection 
of this demand and the dropping of Re- 
velle from the position of vice-president 
and general counsel by the company’s 
board of directors on January 2 that pre- 
cipitated the receivership suit. 
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“And I suppose the usual com 
missions?” 

“No here's the big point, my 
contract with the Continental 
American assures me a RE 
TIREMENT INCOME. In 
other words my efforts now || 
are going to automatically take | 
care of me in old age.” 


If you are looking ahead and 
planning for the years to 
come, you owe it to yourself 
to read this booklet, "An Ex- 
tra Reward." Send for it 
to-day. 





Wilmington--Delaware 


FOR AGENCY MATTERS ADDRESS 
GEORGE A. MARTIN, Vice-President 
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Hall Retires As General Agent 


(Continued from Page 3) 


haps more than anyone else, has brought 
it to its present deserved popularity in 
protection plans. 


Literature and Charts Had Wide Use 


His monthly income sales talks and 
figure charts were shared with all Penn 
Mutual representatives. His bond talk, 
with its figure charts, and his bank book 
sales talk, with its figure charts, both of 
them in successful use at the present 
time, were among his contributions. His 
“Did You?” method of time control, in- 
stalled and tested in his agency, was 
passed along for general Penn Mutual 
use throughout the country. This was 
declared by Managers’ Magazine, organ 
of the Insurance Sales Research Bureau, 
to be the greatest contribution ever made 
to mechanical time control. And of 
course Mr. Hall is an uncompromising 
advocate of the organized sales talk. 

Also at Penn Mutual agency conven- 
tions Mr. Hall has been year after year 
one of the commanding figures. Every 
address contained material definitely use- 
ful to general agents or to personal pro- 
ducers, and it was always convincingly 
presented and backed up by experience 
in his own agency. 

Since 1928 the energies of the J. Elliott 
Hall Agency have been directed toward 
production by full-time agents, because 
experience had demonstrated to Mr. Half 
that the full-time men survive alike in 
bad times as in good times. In proof of 
this, and despite the fact that the pro- 
duction of older men in many agencies 
had fallen off, the older men in the Hall 
agency gained in paid-for production in 
1933. 

Mr. Hall early evolved in turn an out- 
standing technique in meeting objections 
and a mastery of the technique of get- 
ting acceptance by implied consent. 
Three important elements of success in 
the business of the general agency have 
been a strong belief in the agent’s sales 
story; ability to communicate messages 
enthusiastically, and courage to see peo- 
ple—circulating rather than circle-ing. 
He has always kept records and in most 
complete kind. The agency has been 
divided into groups, each group managed 
by salaried group managers with old and 
new agents mixed in each group. Clear 
vision has been one of his outstanding 
characteristics, and he has not com- 
promised with his convictions. It is his 
belief that life insurance is the best and 
safest investment for the American peo- 
ple. He has been fortunate in having 
the confidence of his associates. 


Agency Personnel 


At the present time there are about 
sixty full-time agents in the Hall agency 
as well as an active part-time depart- 
ment under the direction of Sydney N. 
Forson. The leader of the agency this 
year, as well as for 1933, is G. Andrew 
Jackson. For the first quarter of 1934 
his volume was $300,000. He is a con- 
sistently large producer of prepaid lives. 

In the agency ranks is a group of so- 

called “old-guard” members—producers 
who have been with Mr. Hall for five 
years or more, a few of them having 
been associated with him since the es- 
tablishment of this agency, including Al- 
bert Hopkins, G. A. Goodridge, Alexan- 
der E. Russell, Walter F. Scott, Nelson 
A. Hall, F. O. Dunning, Oscar S. Kim- 
berley, Leroy Loomis, T. H. Walter Duff 
and Oscar F. Sturgis. 
_ Director of the agency training course 
is Sydney S. Dunning, who has been a 
successful co-operator with Mr. Hall in 
putting into effect the latter’s training 
methods. Among the consistent pro- 
ducers of shorter connection with the 
agency are G. Crawford Smith, John D. 
Howell, Arthur W. Swain, Clarence K. 
McCallum, Lyman D. Warren, Ralph E. 
Hasemeier, Howard E. Rider, Herbert T. 
Scott, Lester I. Moore and Paul V. 
Frary. 

Among the newcomers who have made 
enviable records in their short connection 


with the agency are C. Gordon Grant, 
Oliver J. Wilson, Henri Bloch, Lou Noll, 
Orin E. Carpenter, Ralph E. Carpenter, 
G. Preston Jackson, Henry Feustel, E. 
Tracy Smith and others. 

Frank O. Dunning, formerly associate 
general agent, and Harry Morrow, 
associate general agent, are two of the 
older men who have contributed valua- 
ble experience to the agency accomplish- 
ments. 

Among the devices which have been 
effective in keeping the agency force ac- 
tive at all times are comparative records, 
with boards and other physical equip- 
ment to record accomplishments, cur- 
rently and periodically. 


Consecutive Weekly Production 


The “consecutive weekly production” 
board carries the names of George A. 
Goodridge, Walter F. Scott, Paul V. 
Frary, G. Andrew Jackson, G. Crawford 
Smith and Lou Noll, each of whom has 
produced, consecutively, completed appli- 
cations at least once each week for two 
years. There are thirteen other men 
who have produced consecutively for 
periods of three to ninety weeks each. 
George A. Goodridge has produced at 
least one completed application each 
week for over nine years, namely, -473 
weeks, and has had no blank months in 
nine and a half years’ service with this 
agency, which is the period of his life 
insurance activity. 

Frequent contests have stimulated ac- 
tivity, such as football games, baseball 
games and “stock market operations.” 
The well-considered plan of suitable but 
inexpensive rewards for certain achieve- 
ments has been operated for many years. 

The Leaders Club is one of the fea- 
tures of the agency. This organization 
holds monthly dinners to which are in- 
vited those who have produced not less 
than $20,000 of paid business in the pre- 
vious month. 

The group directors, in addition to W. 
Stanton Hale, have been Roy I. Forshav, 
Sydney S. Dunning and Lewis E. 
Sprague, whose supervisory work of 
smaller groups in the agency has con- 
tributed much to success. The business 
end of the agency has been handled by 
Alfred P. Forshay, son-in-law of Mr. 
Hall. The director of the new business 
department is Harrv O. Rasmussen. a 
former member of the underwriting de- 
partment at the home office in Phila- 
delnhia. 

Until the separation a few months ago 
of the production department from the 
premium collection department Matthew 
P. Gallagher was director of the latter 
division. Mr. Gallagher is now manager 
of the premium collection department for 
the company at its new office at ® 
Church Street. 


Code of Ethics 


(Continued from Page 5) 


be fired as too expensive, or a firebrand, 
or an agitator. And so on. 


Conclusions of Conference 





It was this final conference which was 
reported by The Eastern Underwriter 
last week. This paper was wrong in re- 
ferring to the conclusions of the confer- 
ence as those of the Life Underwriters 
Association. It wasn’t a meeting of the 
Life Managers’ Association of New 
York, either, although everybody present 
was a member of both organizations. 
Every member of the Life Managers’ 
Association is a member of the Life Un- 
derwriters Association of New York. 
So, in the language of Gertrude Stein 
the two-paragraph story of The Eastern 
Underwriter in last week’s issue was 
wrong but it was right; it was right, but 
it was wrong. The conference saw no 
need of a code because it talked against 
adopting such a code; and vet the sit- 
uation remains just where it was and 
will flare up again as soon as there is a 
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new incident which will make the mana- 
ger or general agent who has lost his 
star think he has been a victim of 
proselytization. The statement last week 
that all former presidents of the asso- 
ciation were at the Schmidt conference 
was incorrect. There were some faces 
missing. 

In discussing the conference one of 
those present said: “We haven’t ap- 
proved and will not approve a code, but 
we do endorse and will endorse more 
emphatically than ever the principles of 
The Golden Rule. That means in the 
relationships of the managers and gen- 
eral agents with each other and also in 
consideration of what is best for the 
man whose services are subject to ne- 
cotiation.” 


BACK IN ATLANTA FIELD 





W. Stanton Hale, Former Assistant Gen- 
eral Agent of Penn Mutual Here, Will 
Be Personal Producer in Georgia 

Another interesting development in the 
J. Elliott Hall Agency changes is the 
action of W. Stanton Hale, assistant gen- 
eral agent of the Hall agency, in going 
back to the field of personal production 
in Atlanta. 

When Mr. Hall apprised Mr. Hale of 
his plans to devote his future activities 
to the serving of clients and working 
with the Penn Mutual in its educational 
nlans Mr. Hale at once took the train 
for Atlanta, his former residence for 
many years, and investigated the field 
and business conditions in that commun- 
ity. He had a desire to get back into 
personal production and a very strong 
feeling that he wanted to remain with 
the Penn Mutual. Mr. Hale made these 
investigations prior to the public an- 
nouncement of his and Mr. Hall’s retire- 
ment from general agency work and also 
completed his arrangements to return 
to the field. These arrangements were 
completed on a visit to the Penn Mutual 
home office in Philadelphia on Tuesday 
of this week. : 

Mr. Hale returns to a field that he 
knows exceedingly well, having entered 
the life insurance selling field on Sep- 
tember 1, 1923, and served five years in 
that capacity, producing $510,000 paid 
business during his last twelve months 
in personal production. Following that 
experience he had four years of agency 
work as supervisor and general agent 
for the Penn Mutual in Atlanta, this ac- 
tivity ending February 1, 1932, when he 
came to New York to be associated with 
J. Elliott Hall. 

Mr. Hale carries back to Atlanta with 
him the good wishes of his home office 
officials, his former general agent and 
the many associates in the agency and 
friends that he has made in his associa- 
tions in New York. 





BUYS CLD RESIDENCE 


The Cosmopolitan Life, Health & Ac- 
cident Insurance Co. of St. Louis has 
purchased for its home offices an old 
three-story residence at 3700 Delmar 
Boulevard. Alterations are being made 
in the 14-room dwelling to convert it 
into an insurance building. The com- 
pany which now rents quarters on the 
second floor of a building at Jefferson 
Avenue and Olive Strect plans to move 
in about a month. 
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NEW PROPOSAL FORMS 

New proposal forms designed to be 
easy to fill out, easy to understand and 
attractive to the eye have been prepared 
by the Lincoln National Life for the 
presentation of its special policy forms 
The proposal forms are printed in dif 
ferent colors for each kind on a four 
page folder of heavy antique paper 


DR. L. E. EVANS DEAD 
Dr. L. E. Evans, formerly a traveling 
surgeon for the Aetna Life Insuranc« 
Co., died suddenly in Ojai, Cal., on 
March 26, while visiting with friends in 
that city. Death was due to a stomach 
hemorrhage. He was 62 years old. 





Oren D. Pritchard has been made as 
sistant manager of the Pearce H. Young 
agency, Union Central Life in In 
dianapolis. 
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UNEMPLOYMENT INSURANCE 


A collection of 5% tax on payrolls of 
corporations to support unemployment 
insurance sounds simple as discussed by 
Senator Wagner and Labor Secretary 
Perkins, following the introduction of the 
Wagner-Lewis unemployment bill, but is 
not. Secretary Perkins says the cost of 
the tax would be passed on “almost pain- 
lessly” by a very minute rise in prices 
as well as by very small changes in the 
rate of profits and in the rate of divi- 
dends. 

In looking over corporation income tax 
returns for the year 1932 the Chicago 
Journal of Commerce finds statements 
listed of 481,368 corporations. Of this 
total only 78,775 reported a net income. 
Deficits were reported by 348,954, or 
72.4% of the total number. 

In a talk before the House Ways and 
Means Committee John C. Gall, asso- 
ciate counsel of the National Association 
of Manufacturers, designates the Wag- 
ner-Lewis bill as having all the vices 
and none of the virtues of a sales tax. 

“Let us consider the application of this 
tax to two employers making the same 
product and in keen competition for the 
same markets,” said Mr. Gall. “One of 
these employers has modern machinery 
and equipment; the other has not. The 
one who has better machinery pays less 
tax because his payroll is less. 

“Employers pay men, not machines. 
Can there be a question but that this 
and similar legislation will drive industry 
faster and faster towards mechaniza- 
tion? Can there be any question that its 
normal tendency will be to depress 
wages, since the higher the total pay- 
roll, the greater the taxes ?” 

Business is making a hard fight for 
recovery, and contemplated legislation 
which will block recovery will be fought 
by a growing army of dissenters. 





TELEPHONE BROADCASTS 


One of the interesting features in pro- 
duction is the growing use of the tele- 
phone by top executives of insurance 
companies in talking to large groups of 
men at meetings in various parts of the 
country while sitting in the home office 
Such broadcasts were made this 
to sixty-four agencies, at all of which 
there were producers gathered in meet- 
ings, by President Loomis and Vice- 
President Fraser of the Connecticut Mu- 
tual, the occasion being the start of the 
company’s spring sales production cam- 
paign. Last week Vice-President Fraser 
talked over the telephone from Hartford 


week 


to more than a hundred of the leading 
agents and brokers of New York in com- 
menting upon the fifteenth anniversary 
of New York General Agent John M. 
Fraser in the insurance business. Frank 
H. Davis, vice-president of the Penn 
Mutual, has used the telephone a lot in 
talks to agency forces. The longest 
range of telephoning was that of George 
Willard Smith, president of the New 
England Mutual, in acquainting agency 
meetings as far as Honolulu of the com- 
pany’s 1933 record. 

In fire insurance a series of three tel- 
ephone messages, each nearly an hour in 
length, was given by Harold Warner, 
U. S. manager of the Royal-Liverpool 
fleet, to meetings at which field men 
were gathered. 

The telephone is an effective way for 
an executive to reach a very large audi- 
ence, and it is surprising the amount of 
the speaker’s personality which comes 
over the wire. 





WOMEN AS BENEFICIARIES 


In the Diamond Jubilee objectives of 
the Equitable Life Assurance Society— 
the company is entering its seventy-fifth 
year—the objectives for April, May and 
June are dedicated to the problems of 
the home. April is primarily devoted to 
the wives and mothers of the country 
from the standpoint of what life insur- 
ance does for them as beneficiaries and 
as buyers. 

A woman’s primary interest in life in- 
surance ordinarily is as the beneficiary. 
It is rather astonishing, however, that 
while women are the “ultimate consum- 
ers” of life insurance they know little 
about their husband’s policies. The 
Equitable feels that one of its most val- 
uable opportunities in the present cam- 
paign of production is to meet with the 
husband and his wife, in the home, and 
help them set up a financial program for 
the use of the insurance money. It is 
its idea that women should not be ne- 
glected in planning of any specific pro- 
gram for the month. One easy and ef- 
fective way to approach a husband who 
hesitates to have his wife insured is a 
joint life policy on the lives of both. 
Such 
sound business arrangement which pro- 
vides much needed cash during the emer- 
gency in which either should die. 

As to business and professional women 
it has long been recognized that they can 


a contract is really a_ perfectly 


be well served through the various types 
of life insurance and annuity contracts 
that are offered. 


The Human Side of Insurance 








JAMES LEE LOOMIS 


James Lee Loomis, president of the 
Connecticut Mutual Life, completed 
twenty-five years of service with the 
company on March 31. He joined the 
organization as assistant secretary. In 
1918 he was elected vice-president and 
several months later was made a mem- 
ber of the board. Upon the death in 
1926 of the late president, Henry S. Rob- 
inson, Mr. Loomis assumed the presi- 
dency. During the incumbency of Mr. 
Loomis as chief executive of the Con- 
necticut Mutual the assets of the com- 
pany have increased from $141,414,891 to 
$226,064,961 and its insurance in force 
from $673,851,781 to $903,879,081. Mr. 
Loomis has been actively engaged in the 
association of life insurance presidents 
and in 1930 was chairman of their annual 
gathering. He is a director of many 
Connecticut institutions, among which 
are the Phoenix (Fire), Hartford County 
Mutual Fire Insurance Co., First Na- 
tional Bank of Hartford, Simsbury Bank 
& Trust Company and the Hartford 
Courant. He is a trustee of the Society 
for Savings, Hartford, and is also active 
in educational circles, being vice-presi- 
dent and trustee of the Loomis Institute 
af Windsor. A native New Englander, 
having lived in Granby all his life, Mr. 
Loomis is a graduate of Yale College and 
the Yale Law School. Before becoming 
associated with the Connecticut Mutual 
he was engaged in the practice of law in 
Hartford, having been admitted to the 
Connecticut Bar in 1905. 

* * * 

Henry M. Meloney, member of the 
Charles B. Knight New York agency, 
Union Central Life, was extended a leave 
of absence last week to permit him to 
accept the post of assistant deputy ad- 
ministrator of the lumber code. Mr. 
Meloney is now in Washington, D. C., 
discharging his new duties. 

* * * 

Paul F. Clark, general agent, John 
Hancock, Boston, is on a Mediterranean 
cruise. 

* * * 

George .Chapman, Ohio insurance 

agent, wrote the large pension line on 


the B. F. Goodrich Co., details of which 
are printed elsewhere in this paper. 
* * * 

Lawrence Priddy, New York Life, has 
returned to New York after spending 
some weeks in Miami, Fla 

* * * 


Irvin J. Holmgren, special agent. en- 
gineering department, America Fore 
Group, Louisville, Kv., and Miss Jane 
Adair McGeche, daughter of Mrs. Joseph 
A. McGeehe of Louisville. were married 
recently and went .to White Sulphur 
Springs to spend a ten-day honeymoon. 


: Robert W. Crowther, secretary of the 
Springfield Fire & Marine, is now “Colo. 
nel” Crowther by virtue of having bp. 
come one of those aide-de-camps on the 
staff of Kentucky’s Governor. Two weeks 
ago when Mr. Crowther was making , 
business trip to Kentucky Governor Ruby 
Laffoon learned that an excellent pro. 
pect for his staff was in the state ang 
in a few hours a new colonel was created 
Two other insurance men also received 
the same honor recently. They are 
Colonel Allan I. Wolff of Chicago and 
Colonel Charles L. Gandy of Birming. 
ham, Ala., president and past-president 
respectively of the National Association 
of Insurance Agents. 
* * &* 


John A. Reynolds, president of the De- 
troit Life, has been appointed chairman 
of the 1934 “Let’s Know Detroit” cam. 
paign about to be launched by the De. 
troit Board of Commerce. The campaign 
is designed to spread knowledge of the 
standing and history of the city to om- 
siders and city residents alike. Mr. Rey- 
nolds has long been active in B. of C 
work. 

* * * 

Miss Aileen Hall, only daughter of Ar. 
thur F. Hall, president of the Lincoln 
National Life, was married on March 2] 
to Fred Shoaff of Fort Wayne. Mr. and 
Mrs. Shoaff are now on a honeymoon 
trip through the South and East, and on 
their return will make their home in 
Fort Wayne. Mr. Shoaff is 





assistant | 


sales manager for the Berghoff Brewing | 


Corporation. 

* * Ok 
Hiram M. Taylor, 
agent for the Northwestern Mutual Life 
of Milwaukee in West Virginia for 
thirteen years and_ Philadelphia for 


twelve has been made chairman of the | 


formerly general | 


Mason county, Kentucky, relief commit- | 


tee and C.W.A. chairman. He 
living in Maysville, Ky. 
* * * 

Russell P. Cahill, managing editor of 

the American Agency Bulletin, weekly 

publication of the National Association 

of Insurance Agents, is recovering grad- 


1S now 


ually from a severe attack of pneumonia. | 
Mr. Cahill is a former daily newspaper | 


man who has made many friends with 
local agents and others since he joined 
the staff of the American Agency Bul- 
letin a few years ago. 

. « * 





Jerome A. Schnur of the Leyendecker- 


Schnur Agency, Guardian Life in New 
York City, sailed last week for a vaca- 
tion in South America and the West 
Indies. 
* * * 
Gerald A. Eubank of Johnson & Hig- 


gins has been nominated a member of 


the executive committee of the New York | 


Southern Society. 
* * & 
John R. Hardin, president of the Mu- 
tual Benefit Life, was unanimously chos- 
en to head the citizens’ committee for 
the cornerstone laying of the new New- 
ark Post Office and Federal Building 
April 14. 
* * &* 
Alfred L. Dern, vice-president and 
manager of agencies for the Lincoln Na- 


tional Life, is now on a field trip 
throughout the eastern part of his com- 
pany’s territory. 

- * 


Harry P. Lowy, president of Lippman 
& Lowy, one of the large agencies in 
Newark, N. J., celebrated his forty-fifth 
birthday this month. Mr. Lowy has been 
engaged in the 
Newark for about twenty-nine years and 
was one of the organizers of the Ajax 
Fire, Essex Fire, Sussex Fire and Essex 
Fidelity & Plate Glass, all of Newark. 

* * * 

Harold Hosking Taylor, actuary of the 
Pearl of London, has returned home 
after a visit to the United States. 
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Want Public Office 

In Canada public life is more attrac- 
tive to business people than it is in this 
country. Advices from Canada are to the 
effect that in the forthcoming municipal 
elections in Montreal there are ten in- 
surance agents in the field for civic office. 
Of these Camillien Houde seeks the may- 
oralty. He is a former mayor and was 
once leader of the provincial opposition 
party. Lieutenant Colonel Hugh C. Wal- 
kem, an insurance broker, is a candidate 
for alderman. 

x x 

Wine Experts Again in Demand 

Since the repeal of Prohibition and the 
importing of champagne and wines in 
this country there has grown up a de- 
mand for wine experts on the part of 
insurance companies and brokers. It 
seems that a number of shipments of 
wine from abroad in the past few months 
have been damaged either by freezing 
or other causes. One of these experts, 


most of whom are also chemists, is 
Vitalis Himmer of Mountain Lakes, 
N. J. 

* * * 


Lawyer a Musician 

William A. Hyman, trial counsel in 
New York City of the Aetna Life, is 
one of the best amateur musicians in the 
insurance business. While in high schoo! 
in Tampa, Fla., he was president of the 
glee club. He plays the piano well. From 
Tampa he went to Washington & Lce 
University from which he was graduated. 
But he wanted more education. He came 
to New York on a freight train and 
worked his way through Columbia. 

* * * 


The New Paper of the Illinois 
Brokers 

A new paper in Chicago, bearing the 
name of The Insurance Broker, is pub- 
lished by Clifford De Puy, who owns a 
chain of banking and insurance papers, 
and is edited by Roger W. Budlong, for- 
merly on the staff of insurance papers. 
It is described as the official publication 
of the Insurance Brokers Association of 
Illinois and is featuring the new Na- 
tional Association of Insurance Brokers. 
In a page letter to the publisher Arthur 
L. Schwartz, president of the Insurance 
Brokers Association of [Illinois and 
whose picture is on the front page of 
the publication, says: 

“The scope of activities of the insur- 
ance broker has become nation-wide and 
his vision and representation should be 
equally as broad, and through the or- 
ganization of the National Association of 
Insurance Brokers his influence will be 
justly felt and his permanent place in 
the structure of insurance firmly and 
Properly established.” 

Wants Qualification Law; Attacks 

Agents’ Code 

_The paper takes a strong editorial po- 
sition in favor of the qualifying law for 
Producers. It says a Chinese laundry- 
man or an elevator boy can become a 
broker if he has $10 for a license; that 
even embalmers, horse-shoers, and bar- 














bers must be licensed in Illinois, there 
being examining boards for practice of 
each of those occupations, but there is no 
qualification law for brokers. 

The lead story in the first edition is 
written by J. A. Mudd, Jr., chairman 
of the executive committee of the Na- 
tional Association of Insurance Brokers, 
who devotes considerable space to the 
code which was filed in Washington by 
the National Association of Insurance 
Agents. Mr. Mudd declares that filing 
this code was a mistake, saying that it 
attempts to bring under its control all 
practices of the insurance business in- 
stead of confining itself to the activities 
of the agent. Continuing, he says: 

“If the code of unfair trade practices, 
which they have filed, is approved, it is 
my opinion that every licensed quali- 
fied broker will immediately exert all 
possible effort to become a general agent 
—and, everyone knows, we already have 
too many. 

“When they will have the hearing on 
the so-called ‘Agents’ Code’ is not defi- 
nitely known as this is written. How- 
ever, your National Association has a 
man in Washington watching the call 
board, and when we are notified, the 
code committee of this association, which 
we know to be fully competent, will be 
present for the purpose of protecting the 
rights and livelihood of every individual 
licensed, qualified insurance broker, the 
only class whose profession is solely that 
of representative of the assured.” 

Other Stories 

The next long story is by Gail Reed, 
chairman of the legislative committee of 
the Insurance Brokers Association of 
Illinois, who argues for better laws. Roy 
L. Davis, president of the Chicago Asso- 
ciation of Life Underwriters, has a story 
headed “Broker’s Office Virtually a De- 
partment Store.” Activities of the City 
of Chicago in attempting to collect mon- 
ey from brokers under a city license or- 
dinance, is the subject of a story told by 
J. A. Nordstrand of Nordstrand & Riley, 
Chicago. A company man who has an 
article in the issue is W. S. Foster, as- 
scciate manager of the Insurance Co. of 
North America, who writes on Use and 
Occupancy. There is also a long edi- 
torial on what is called The Mail Order 
Menace—the entry of the mail order 
house and chain store into the insurance 
business. 

- 
End of an Old Newspaper 

Berlin’s oldest newspaper, the Vos- 
sische Zeitung, or as it was popularly 
known “Tante Voss” (Auntie Voss), has 
decided to terminate its career of 230 
years in protest over the present gov- 
ernment’s press “discipline.” Its weekly 
edition on art, the theater and literature 
had been famous for decades, and its 
financial section brought from time to 
time excellent and authoritative articles 
on insurance, which will be missed by 
German insurance men. 

The paper began its career in the sev- 
enteenth century, though it was not li- 
censed until 1705, and the oldest number 
on file is of 1725. Famous German writ- 


ers, such as the poet Lessing and the 
novelist Fontane, contributed to its col- 
umns. The paper stood for liberal and 
democratic thought in politics and eco- 
nomics. 

To an old Berliner Berlin without 
“Tante Voss” will be a somewhat strange 
place. No paper ever had grown so thor- 
oughly into the local life of the German 
capital. Since 1913 the paper was con- 
trolled by the well-known Ullstein Ver- 
lag. 


+ a ae 
Here’s a New One In This Era of 
Commissions 
Mayor David A. Croll of Windsor, 


Ont., has set an example for other mu- 
nicipal executives of Ontario by naming 
a public commission of three prominent 
citizens who will advise residents of that 
coinmunity and vicinity how to retain 
their insurance during periods of depres- 
sion. On the commission are William 
A. Haslam, Fred B. Size and Austin H. 
Lapp. They offer free consultation for 
persons with insurance problems. 
* x * 


German Brokerage Firm Opens 
London Branch 


The well-known brokerage firm of 
Bleichroeder & Co. in Hamburg, which 
does a world-wide business and is very 
strong in South and Central America, is 
about to open a branch office in London, 
England. 

* * * 
Tribulations of Insurance Commis- 
sioner Clark 


E. W. Clark, Iowa Insurance Commis- 
sioner, who is now approaching the stat- 
us of a dollar-a-year man, admitted Fri- 
day that he has been living on credit 
since his last pay check arrived July 31, 
1933. 

At that time, about $3,000 ago, the 
lowa attorney general’s office issued an 
opinion that Clark was disqualified from 
office and pay. Clark went to court to 
defend his right to office, but his pay 
was held up until the decision of the 
question by the courts. 

As this month ends and another fig- 
urative pay day rolls around there will be 
$2,666.64 worth of pay checks in the state 
comptroller’s office to be delivered to 
Clark if and when the Supreme Court 
decides he is entitled to them. Clark 
won the District Court decision, but it 
has not yet been approved by the Su- 
preme Court. 

In the meantime Clark found it neces- 
sary to take several trips on Department 
business and also found it necessary to 
pay the expenses himself. He estimated 
ihat the total involved in pay checks and 
cxpense claims is approximately $3,000. 

He expressed hopes Friday that a final 
conclusion of the matter will come soon. 
He explained that he has been able to 
nianage his affairs without pay checks 
by borrowing on his life insurance pol- 
icies. 

“I’ve been borrowing on my insurance 
policies and have applications in for 
more loans,” he said. “Some of the in- 
surance companies have been having a 
good deal of fun with me writing to ask 
if the loan was a matter of necessity. I 
told them that in this case it certainly 
was.” 

Under rules made by the State Insur- 
ance Commissioner a year ago it is re- 
quired that actual necessity be shown by 
persons desiring loans on insurance pol- 
icies. Clark has consequently been sub- 
jected to his own rules in the matter. 

Even if he is victorious and establishes 
his right to his pay checks, he will be 
loser to the extent of his attorney fees 
and the interest on his loans. 

* & 


Lawyers Too Pessimistic 


It is amazing the way people come into 
newspaper offices, especially if they hap- 
pen to know any member of the staff, 
with complaints against insurance com- 
panies. The principal grouches seem to 
be lawyers to whom some claim has been 
handed by a client who is not satisfied 
with the speed or manner in which the 
insurance company is acting. Sometimes 


these lawyers are very reputable people 
who make a specialty of advice relative 
to estates. These estate lawyers, who 
for so many years were conservative and 
dignified, have been put into a most un- 
comfortable position because most of the 
investment advice they handed out in 
the past four years has proven to be 
economically devastating. At the pres- 
ent time they are unable to give advice 
about investments and the situation is 
further complicated by the fact they are 
distressed by the news every morning 
from Washington. They cannot grasp 
the trends and are terrified when they 
think how the trends may develop. 

The result has been an atmosphere of 
gloom and almost absurd depression in 
the offices of these lawyers, especially 
those of the old school. The situation 
has been made more acute by the chaos 
in real estate and mortgages. 

This drab atmosphere down town has 
aggravated feeling against insurance 
companies in the case of losses or where 
there is a dispute of any kind between 
an assured and a company holding up a 
settlement. Cussing out of mortgage 
companies is frequently accompanied by 
cussing out of insurance companies. 

es 6 


Code Publicity 


Some of the insurance papers are 
stirred up because J. C. McCarthy of 
Pittsburgh, at the executive session of 
the National Association of Insurance 
Agents, made this statement: 


“Now let us demand that the insur- 
ance papers print the truth and not give 
us this propaganda we have heard 
about.” 


In other words, he made a charge that 
the insurance papers were “coloring” 
the news about the code. 

Some weeks ago The Eastern Under- 
writer ran a news story saying that the 
code filed by the National Association of 
Insurance Agents, is but a memory. In 
brief, has been discarded by the N.R.A. 
At the time the officers of the National 
Association of Insurance Agents said 
that the code had been sent to the legal 
division of the N.R.A. for consideration, 
and denied that it had been discarded. 
Along came the Louisville convention 
and the agents debated their code on 
the theory that it is very much alive. 
That is not the opinion of the leading 
executives in the business or of the In- 
surance Departments which have had 
contact with Washington. 

* * * 
Lloyd’s Information Bureau 

Two interesting points were brought 
out at the annual mecting of Lloyd’s 
Brokers’ Association. According to The 
Review of London one was the an- 
nouncement that an information bureau 
had been created with the object of help- 
ing members to avoid engaging in busi- 
ness with undesirable correspondents. 
Members of the association were asked 
to inform the secretary of the Bureau 
of any undesirable clients and to get 
into touch with the secretary concerning 
references of a prospective client to as- 
certain his status in the records of the 
association. 

The other, and perhaps even more im- 
portant, point was that of brokers’ re- 
muneration. The committee has had this 
subject under consideration for some 
time and it is hoped that the time is 
not far distant when it wili be possible 
to get it on a sound and fair basis. A 
sub-committee has been formed to look 
into the matter and the chairman, Mr. 
F. G. Hall, suggested that it was unwise 
to go into details at the moment. It 
was, however, the view of the committee 
(he said) that the first necessity was for 
brokers to give certain undertakings and 
to put themselves under a central author- 
ity with power to deal with any breach, 
and if approval could be obtained from 
brokers it would not be asking too much 
from underwriters that they should do 
something to place the business on a fair 
basis for all concerned. There was no 
reason to expect anything but consider- 
ation as long as brokers could show that 
their own house was in order. 
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Real Estate Boards 
Drop Code Objections 


REASSURED BY LOCAL AGENTS 





Real Estate Ass’n Officer to Issue Bulle- 
tin Saying Agents’ Code Con- 
tains Nothing Inimical 





The National Association of Real 
Estate Boards, which for some time of- 
fered opposition to the proposed code of 
fair competition filed with the N.R.A. by 
the National Association of Insurance 
Agents, has now withdrawn its objec- 
tions, having been reassured by Presi- 
dent Allan I. Wolff of the agents’ or- 
ganization that the code does not aim 
to curtail the writing of insurance by 
real estate offices. 

Following the midyear meeting of the 
agents’ association at Louisville, Ky., 
which was attended by Herbert U. Nel- 
son, executive secretary of the National 
Association of Real Estate Boards, Mr. 
Nelson wrote Mr. Wolff saying his asso- 
ciation will be glad to issue a bulletin 
to its members reassuring them with re- 
spect to any fears they may have con- 
cerning the insurance agents’ code. “It 
was certainly heartening to me,” Mr. 
Nelson wrote, “to find your officers and 
executive committee were unanimous in 
their feeling that real estate and insur- 
ance are natural partners and that no 
effort should ever be made to divorce 
them. * * * 

“As I stated to your executive com- 
mittee, with the authorization of our 
president and officers, it is our desire to 
work more closely with your association 
in the future in many matters of com- 
mon interest, and we hope that if you 
have a code of your own soon and we 
have one also, we may work out an ex- 
change of representation such as was 
discussed.” 

Wolff States Agents’ Views 

Replying to Mr. Nelson’s communica- 
tion, Mr. Wolff says in part: 

“We have stated many times that a 
great proportion of our members 
throughout the country are in the real 
estate business, as well as the insurance 
business, and we have no _ intention, 
through a code or otherwise, of inter- 
fering in any way with such joint activi- 
ties 

“It seems to the writer that this sim- 
ple statement fully covers the situation, 
with the exception of one qualification 
which it seems wise to mention for our 
own protection. In certain territories 
local insurance boards may have rules 
more restrictive than our own, and we 
would not wish this general statement to 
be construed as hampering their activi- 
ties. 

“For example, if a properly consti- 
tuted local insurance board, composed of 
members of our association, would not 
accept into its membership applicants en- 
gaged in any activity other than insur- 
ance, we would feel obliged, so far as 
possible, to back them up within their 
own territory and we must request, 
therefore, that if this letter is used or 
quoted, it must be done in such man- 
ner that it cannot serve as an argument 
to weaken the position of some local in- 
surance board. The condition last re- 
cited has obtained in several cities for 
many years and members in those terri- 
tories are very insistent upon maintain- 
ing their position and we must be care- 
ful to do nothing to embarrass them.” 

F. T. VENNSTROM PROMOTED 

The London & Lancashire has ap- 
pointed Fred T. Vennstrom as special 
agent for yey ary in association 
with Special Agent C Tillotson. Mr. 
Vennstrom has given Beas service to 
the company at the head office in Hart- 
ford, in Kentucky and more recently in 
New England. 


Companies Oppose 
Bills on Investments 


HEARING IS HELD AT ALBANY 
Doyle and Chun. Seeck Against Restric- 
tions Proposed by New York 
Insurance Department 
Strong opposition to certain New York 
Insurance Department bills restricting 
investments of companies other than life 
and requiring domestic companies to 
keep 80% of their invested assets in New 
York State developed at the joint hear- 
ing of the Senate and Assembly Insur- 
ance Committees at Albany on Tuesday. 
Memoranda on the departmental bills 
were submitted by Superintendent 
George S. Van Schaick. Several De- 
partment bills were not opposed. Repre- 
sentatives of fire and casualty compa- 
nies and brokers’ organizations spoke 

against several bills. 
Bill to Restrict Investments 

The bill (Senate Intro. No. 956, Print 
No. 1056, Assembly Intro. No. 1228, Print 
No. 1306) amending subdivision 3-a Sec- 
tion 16, Insurance law, so as to restrict 
investment of assets of any domestic 
company other than life, in security of 
any one institution or of any one piece 
of property to not more than 5, instead 
of 10%, and prohibiting companies from 
investing in affiliates was recommended 
by the Superintendent to increase diver- 
sity in company investments. J. H. Doyle, 
general counsel of the National Board 
of Fire Underwriters, opposed this bill, 
saying in part: 

“Consideration seems not to have been 

given to the fact that the assets of the 
companies are greatly depleted due to 
market values at this time and that origi- 
nal investments of from 1 to 2% now 
amount to more than 10%. I do not 
believe that there is a company doing 
business in this State, with the possible 
exception of those that are organized 
across the water, that could comply with 
this limitation if you reduce the amount 
of their investment to 5% in any one 
corporation.” 

Mr. Doyle also said that under the 
terms of this bill it would be impossible 
to invest the surplus in the stock of an 
affiliate when that company was in need 
of funds. He said that the practice that 
has grown up in this country to operate 
through affiliates, at all times preserving 
the principle that the assets of one com- 
pany may not be subjected to the perils 
of the other. 

On (Senate Intro. No. 960, Print No. 
1060, Assembly Intro. No. 1214, Print No. 
1292) adding new Section 13-a Insurance 
law, requiring domestic companies to 
maintain 80% of their net invested assets 
in the State when in form of bonds, 
stocks or other evidences of indebted- 
ness, J. H. Doyle said: 


“T have never been able to understand 
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Sound Insurance 


FIRE ASSOCIATION OF PHILADELPHIA 
Established 1817 


VICTORY INSURANCE COMPANY 
Established 1919 


THE RELIANCE INSURANCE COMPANY 
Established 1841 





for over a Century 





HEAD OFFICES 
Fourth and Walnut Streets, Philadelphia 


DEPARTMENTAL OFFICES 

San Francisco Dallas 
Atlanta 
New York City 


Toronto 








OCEAN AND INLAND MARINE DEPARTMENTS 
Appleton & Cox, Inc., Attorney 
8 South William Street 
New York City 


Service Offices or General Agencies in all Principal Cities 












Detailed list of Securities showing condition as of 
December 31st, 1933, will be supplied on request. 








the underlying purpose of this bill. 
has been introduced a number of times. 
five or six times more com- 
panies of ‘oer States owned and oper- 
ated in New York State than there are 
New York companies owned and oper- 
ated in other States. 
these companies belongs to the 
who own them.” 


The property of 
people 





eral weeks yet. 


PREPARING AUTO MANUAL 


1934 manual for automobile 
theft and collision insurance will prob- 
ably not be issued by the National Auto- 
mobile Underwriters Association for sev- 
When it does appear it 
likelihood be a considerable 
improvement over the present manual, 
s being made to achieve simplifi- 
cation and reduction in size. 








QUALIFICATION TESTS GIVEN 
ae out of a total of sixty-eight 


for agents’ 


examinations con- 
ducted by the a York Insurance De- 
partment recently in Buffalo, Rochester, 
5 Binghamton and Utica. 








STANDARD 


INSURANCE COMPANY 


of NEW YORK 


Head Office: 80 John Street, New York 
J. A. Kexsey, President G. Z. Day, Vice-President 
Statement December 31, 1933 


*New York Insurance Department Valuation Basis. 


C. L. Henry, Secretary 


$1,500,000.00 
1,226,193.71 
221,955.00 
479,739.13 
2,204,808.07 
5,632,695.91 








Insurance Society Honors 


Miss Inch on Anniversary | 


Miss Maude E. Inch, assistant secre- 
tary of the Insurance Society of New 
York, Inc., who possesses the lasting 
friendship and admiration of hundreds 
of men and women in the insurance 
business because of her fine character 
and efficient management of her educa- 
tional responsibilities, has completed 
twenty-five years of service with the so- 
ciety. To mark the occasion President 
A. R. Phillips, Treasurer F. F. Koehler 
and Secretary E. R. Hardy on Monday 
presented Miss Inch with a handsome 
wrist watch. Her desk was covered with 
beautiful flowers and all week she has 
been receiving congratulations from her 
friends. In a letter to Miss Inch Mr 


t 


Phillips expressed the thoughts of many | 


when he wrote in part: 

“This letter is also intended to con- 
vey due recognition of your generous 
contribution to the growth and develop- 
ment of the society in its several activi- 
ties during this quarter of a century 


* * * We hope you may be spared for | 


many years of health and happiness and 
that the society shall continue to have 
the benefit of your services.” 

Miss Inch’s vacation has been ex 
tended this year and she plans a six 
weeks’ trip to England, where she was 
born. 





ALLIANCE OF PHILA. AGENCIES | 


Henry W. Brown & Co. and James 
Barton Longacre, two veteran Philadel- 
phia insurance offices, have formed an 
alliance and on April 16 Mr. Longacre 
will move his office to 435 Walnut Street, 


i 
} 
P 
; 
' 


where Henry W. Brown & Co. is located. | 





INSURANCE BROKERS DINNER 
The Insurance Brokers Association of 
New York, Inc., will hold its annual 
mecting and a dinner at the Drug & 
Chemical Club in New York on the eve- 
ning of Tuesday, April 24. 
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Seeks United Action 
On Unfair Practices 


sAYS MAJORITY MUST RULE 
. Smith, Agente’ Ass’n Executive 
. pd Member, Says Coopera- 
tion Must Be Achieved 


A militant appeal for local agents and 
companies to cooperate in the movement 
to eliminate unfair competitive practices 
in the insurance business was made by 
Sidney O. Smith of Gainesville, Ga., a 
member of the executive committee of 
the National Association of Insurance 
Agents, in a talk he gave yesterday at 
Shreveport, La., before the annual meet- 
ing of the Louisiana Insurance Society, 
the local agents’ body. Taking for his 
text, “Majority Rule,” Mr. Smith de- 
clared that the large number of compa- 
nies and agents who are not in sympathy 
with many alleged unfair practices must 
gain recognition of their views ultimate- 
ly despite united opposition of a minority. 
“If companies and agents who at heart 
desire to cooperate find themselves un- 
able to do so for one reason or another, 
then Mr. Smith believes there remains a 
powerful appeal to the public, the buy- 
ers of insurance. He said the agents 
can effectively and accurately indicate 
that a joint failure of companies and 
agents to eradicate unfair practices and 
unsound methods of getting business 
would fall with penalizing consequences 
upon the insurance buyer. In this way 
Mr. Smith thinks that a demand will be 
created for insurance to put its house 
in order or let it be done by the lesis- 
latures of the states. However, Mr. 
Smith hones the latter method of seek- 
ing solutions to present problems will 
not be required. He referred to legis- 
lative action only on the presumption 
that the Federal government may not 
see fit to have the NRA exercise juris- 
diction over insurance practices. 


Majority Intimidated 


“Because the record indicates it I am 
persuaded that a clear majority of in- 
surance companies desire to operate 
upon a lawful, ethical and sound basis,” 
Mr. Smith said. “I cannot make this 
statement without including the agents 
of such companies. Conversely, the 
agent who indulges in abuses to the 
business derives most of his power and 
opportunity to do so from the offending 
company he represents. Now, I submit 
to you—is this majority group of repu- 
table companies and agents going to 
stand idly by and permit the business of 
insurance to be ambushed from without ? 
Is resolution wanting? Have we lost our 
courage ? 

“Some observers would think so as 
they witness so-called orthodox compa- 
nies and their agents, pleading self-de- 
fense and self-preservation, descend to 
reprisal and retaliation, meeting the 
breach with only accusation or timidity, 
compromising one day, fighting anarchy 
with anarchy the next; in short, employ- 
ing the very practices that are calcu- 
lated to shake public confidence and lead 
to self-destruction. Some may term this 
hysteria but I cannot accept this con- 
clusion that the spectacle we may now 
observe and the course we are now pur- 
suing embodies our conception of self- 
determination or rightfully portrays our 
best efforts at self-mastery. Let us have 
done with cant and hypocrisy. Let’s face 
the facts and admit that a good-inten- 
tioned majority has allowed itself to be 
intimidated and stampeded by a conniv- 
Ing minority. 

‘It is difficult to comprehend why ad- 
mittedly superior carriers will remain in 
an agency to suffer the slings and arrows 
of excess commission and non-stock com- 
petition (that indirect form of bribe for 
the profitable lines), accept the excess 
and the leavings, absorb an annual loss 
and finally make possible the necessary 
combination with which to meet sole 
stock competition of the board and bu- 
reau agent. 

. “Having practically scrapped the con- 
lerence agreement, now let the compa- 


Old Peabody Fire of Baltimore 
Was the Pride of Local Citizens 


Among the leading insurance agencies 
in Baltimore today is that of Post, Gross, 
Cunningham, Coale, Inc. The president, 
Jacob Gross, Jr., was long associated with 
Richard B. Post, a former member of 
the agency and for years secretary of 
the old Peabody Fire Insurance Co. of 
Baltimore. This local company, organ- 
ized in 1862 when the Civil War was in 
progress and when Baltimore needed ad- 
ditional insurance facilities, went out of 
existence following the disastrous con- 
flagration which destroyed the business 
section of Baltimore in 1904. What is 
particularly interesting about this old 
company is that it was organized by a 
group of outstanding business men of 
altimore, including Johns Hopkins and 
others. 

At the request of The Eastern Under- 
writer Mr. Gross has written a_ brief 
story of the Peabody Fire, based on the 
meagre records not burned at the time 
of the Baltimore fire. Among the papers 
now in the possession of Mr. Gross are 
the minutes of the last meeting of direc- 
tors, written in pencil on brown wrap- 
ping paper, a partly scorched statement 
of assets and income and an old policy 
jacket, which even in those days carried 
the admonition to the assured to “Read 
Your Policy.” Following is the short 
history of the Peabody Fire as prepared 
by Mr. Gross: 

3altimore during the Civil War period 
was much divided in its political opin- 
ions, and the major part of its sentiment 
was undoubtedly in favor of the South- 
ern move. The city had built up a wide- 
ly recognized reputation for its shipping 
interests, and many of its merchants 
were recognized for their abilities and 
their wealth. 

Formation of Company 

In the midst of the political agitation 
and divided views, the Peabody Fire In- 
surance Company of Baltimore was or- 
ganized in 1862. How the idea arose for 
the organization of this company has not 
been recorded, and the minutes of its 
various meetings have been lost. 

The subscription book, in which were 
recorded the names of the organizers 
and later subscribers to the capital stock 
of the company, is in existence and is 
of a simple character, but these names 
clearly indicate that this venture into the 
insurance field was looked upon as a 
deserving civic venture and was sup- 
ported by a number of the most notable 
men in the commerce and finance of 
3altimore of that period. 

Johns Hopkins, whose name has be- 
come identified with the educational and 
the medical developments of Baltimore, 
was one of the original subscribers. 

Jesse Tyson, whose name is as well 
known in Baltimore’s industrial develop- 
ment as the name of the city itself, was 
a generous subscriber at the organiza- 
tion of the company. 

Enoch Pratt, who shared his fortune 
liberally with Baltimore in the founding 
of a library and a hospital for those with 
nervous disorders added his name to the 
organization list. John H. B. Latrobe, 
one of Baltimore’s most prominent citi- 
zens during the organization period, also 
joined the subscription list. 

There were many other names on the 
subscription list, representing the aris- 
tocracy of its business and finance. These 
names tell a story in themselves of those 
days when Baltimgre was in the fore- 
front of the nation’s industrial, shipping 
and export interests. 

No record has been handed down of 
the first officers and directors selected 





nies suggest what they need to do and 
if there is a will to cure. these ills there 
will be a meeting of minds. Together 
we are a majority. United in team work, 
cooperating if necessary to the extent 
of sacrifice, never unmindful of the 
source of our existence, we cannot fail. 
It is not in the book, it is not Ameri- 
can to abrogate majority rule.” 


for the Peabody Fire, but many still re- 
member the building it occupied as an 
office and the splendid record that it con- 
sistently maintained. Thos. I. Carey was 
the company’s first president and he is 
known to have maintained an official in- 
terest with the company for many years. 
Mr. Carey was prominent as a merchant. 
Baltimore Fire of 1904 

With many intervening years that can- 
not be filled in by official records, the 
disastrous fire of February 7, 1904, 
brought its affairs to a close as so many 
of its risks were destroyed in this terri- 
ble conflagration. R. B. Post was pres- 
ident of the company when the fire hap- 
pened and G. Feelemyer was secretary. 
The home office of the company was en- 
tirely destroyed with the hundreds of 
properties surrounding it. 

On a crude brown sheet of paper, pa- 
thetic in its plainness, are recorded the 
final minutes of the board of directors, 
who met February 13, 1904 to consider 
what should be done with the company’s 
business and its remaining assets. At 
this meeting, attended by some of Balti- 
more’s most prominent men, Mr. Post 
presided as chairman and only one brief 
action was taken after the situation of 
the company and its future were care- 
fully canvassed. Upon motion, the fol- 
lowing was unanimously adopted: 

“Application for R. B. P. (R. B. Post) 
for a receiver of the company was made.” 

Here the record of a useful and highly 
regarded company came to an end. The 
disaster which occasioned it could not 
be foreseen or forestalled by human 
judgment, and during the company’s en- 
tire history nothing but honorable trans- 
actions and fair treatment could be said 
of it. 

While the company was not a large in- 
surer as size is counted now, yet its op- 
eration had been on a profitable basis 
and just previous to the conflagration a 
100% cash dividend had been declared. 
This dividend still left the company with 
a good working reserve. 

Reinsured by the Home 

In accordance with the director’s ac- 
tion Mr. Post, as receiver, liquidated the 
company’s affairs. There are no records 
remaining to show to what extent policy- 
holders with claims for losses were in- 
demnified, but it has always been felt 
that Mr. Post’s position and pride for 
the company resulted in a fair liquida- 
tion and a stretching of the assets just 
as far as they possibly would go. 

Properties insured by the company and 
not involved in the fire were reinsured 
in the Home Insurance Company of New 
York. Mr. Post and Mr. Feelemyer 
were appointed agents in Baltimore by 
the Home, and this agency has continued 
for thirty years under several names. 
The writer was identified with Mr. Post 
for many years, and of the present or- 
vanization, Post, Gross, Cunningham, 
Coale, Inc., I am the sole surviving mem- 
ber. 

The registration book of shareholders, 
the last minutes of the directors and one 
statement are in my possession as the 
sole surviving records of the company. 


BOSTON PROTECTIVE DEP’T 

I. Lloyd Greene, vice-president of the 
Boston; Frederick G. Farquhar of the 
Boit, Dalton, Church & Hamilton agency, 
and Fred M. Johnson of Field & Cowles 
were elected directors of the Boston Pro- 
tective Department at the annual meet- 
last week. According to 


ing in Boston 
the sixtieth annual report there were 
9.147 alarms given for fires in Boston 


during 1933 of which only 2,747 alarms 
were with loss. 
LAING SPECIAL FOR ST. PAUL 
George B. Laing, for several years ex- 
aminer for the St. Paul Fire & Marine 
with its New England department, con- 
ducted by Obrion, Russell & Co. of Bos- 
ton, has been appointed special agent for 
the company in Maine and New Hamp- 
shire. He succeeds Thomas H. Stronach. 





NATIONAL UNION 
FIRE INSURANCE 
COMPANY 


Pittsburgh, Pa. 


To give real service you must add 
something which cannot be 
bought or measured with money, 


and that is sincerity and integrity. 


—Donald A. Adams 
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fEtna’s 1934 Automobile Show 





Acting upon the belief that there is unusual interest in the new 1934 automobiles, 
and that the purchaser of a new car is a good prospect for the sale of automobile 
insurance, the Attna has prepared a compact yet comprehensive composite catalog 
showing every American-made car. Its 72 pages contain photographs and brief speci- 
fications of 151 models introduced this year by the thirty-one manufacturers. 


This authentic, informative booklet is the cornerstone of a forward-looking, 
co-operative campaign enthusiastically endorsed by the automobile industry and 
already acclaimed by A2tna agents as one of the most constructive ideas yet developed 
to promote good will and automobile insurance sales. 


Supporting units in this campaign 
designed to stimulate new business in- 
clude “‘copy”’ for letters to prospects and 
dealers, return mailing cards, window 
display suggestions and material, news- 
paper releases and newspaper adver- 
tising, motion picture “trailers” and 
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Etna Casualty and Surety Company 


Hartford, Connecticut 


“#Etna’s 1934 Automobile Show.” 


| 
| 
l 
! 
Please send me a sample copy of the . 
| 
| 
| 
| 
| 





radio announcements. Agents who fol- 
low out this unique advertising and sales 
plan will undoubtedly find it produc- 
tive of very tangible results. 

Any agent or broker who has not yet 
seen this booklet, may have a sample 
copy upon request. 





The tna Casualty bare 


affiliate 


INSURANCE COMPANY — THANDA 
INSURANCE COMP OF 


THE ATNA LIFE 
THE AUTOMOBILE 
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Help Atna Agents Sell 


t Automobile Insurance 


have available for their use this season an unusual variety of advertising helps 











ignedto secure contacts with prospects for automobile insurance and to enable them to 
n thofacts into sales. There is advertising to attract the attention of the unknown 
spectpaterial to send to the known prospect. There is also advertising designed to assist 
- agenfacross” his sales talk more graphically and convincingly. 


Ingétna advertising permits the AZtna agent to be in many places at the same time, 
ntingke need for AAtna Automobile insurance and telling of the Coast-to-Coast protec- 
1 ande that is afforded by an Atna Automobile policy. 




















lor. A series of six tabloid comedies telling theatre goers the 
Btomobile insurance. The first commercial cartoon films ever pro- 
ir. Carry agent’s name “‘trailer’’. 


dio Programs. Thirteen electrically transcribed programs by Ue p oe 
onvincing sales talks interspersed between musical numbers. NN ew 5 ~ 


per Advertisements. Illustrated by O. Soglow, noted cartoonist. 
tos furnished free each month. 

dvertisements. A timely series of six double column seven- 
Kivertisements. Mats or electros furnished without charge. 

» (Form 8983) A painting book for the children. Lithographed in 
: ‘ by Forbell. 


Analysis Chart. (Form 11419) Designed for use at point of 
ant aid in “clinching” the sale. 





It pays to be an AEtna-izer 





y furety Company 
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Allan C. Stevens Gives Pointers 
On Building an Agent’s Business 


Well-Known Producer of White Plains, N. Y., Stresses Lower- 
ing Overhead, Developing Present Customers, 
Using Surveys and Instalment Notes 


Allan C. Stevens, member of the well- 
known White Plains, N. Y., local agency 
of Knox, Lent & Stevens, Inc., and a 
versatile individual who has a flair for 
composing verse, spoke last week before 
the quarterly meeting of the Orange 
County Association of Local Agents at 
Port Jervis, N. Y. In a talk containing 
numerous excellent pointers for local 
agents he injected wit and verse which 
gained full approval from his listeners. 

Mr. Stevens urged agents to curtail 
overhead expense and bring it within 
proper limits; also to seek new business 
among present customers who are still 
underinsured and to use surveys in con- 
nection with the solicitation of new ac- 
counts. The speaker is likewise in favor 
of the use of the trade acceptance in- 
stalment note by agents in financing pre- 
miums instead of using the services of 
regular finance companies. On these sub- 
jects he said: 

Controlling Overhead Expense 

The first job we have to do is put our 
own houses in order, and by this I mean 
reducing your overhead expense in keep- 
ing with your commission income. Since 
this depression we have all witnessed the 
process of elimination, or the survival of 
the fittest. Those who will and can sur- 
vive are those who can and will control 
their overhead expense. In this battle 
pride has played a very prominent part 
Reducing and readjusting the modes of 
living in keeping with reduced premium 
income has been the stumbling block. In 
other words, the longer the delay in fac- 
ing the music the sooner the day of reck- 
oning comes upon us. 

Yet controlling the overhead expense 
so that an agent may realize a fair re- 
turn for his efforts has been, and still is, 
probably the most difficult of all prob- 
lems confronting an agency. One can 
only refer to his daily mail to realize the 
large amount of detail now being re- 
quired of an agent without any compen- 
sation whatsoever. 

The endorsements, changing the mort- 
gagee clauses, issuance of certificates and 
the correspondence pertinent thereto, is 
simply a tremendous task and far great- 
er than ever experienced before, all of 
which overtaxes and burdens an organ- 


ization that may have been reduced in 
personnel in keeping with reduced in- 
come. 


Then, too, we have the cancelled pol- 
icy and the rewrite for a lesser amount, 
or a shorter term, all of which means 
that a certain percentage of our renewal 
business is being done over and over 
again, and generally for an annual pre- 
mium rather than a three or five year 
premium heretofore. The mere detail of 
this is not only a tremendous task, but it 
adds considerable to the expense of the 


agent. Most of these transactions in- 
volve postage, stationery, extra book- 
keeping records, extra telephone and 


other essential expenses which are actu- 
ally beyond the agent’s control. And, 
too, we have an unusual amount of 
cancelation notices which must be sent to 
each party interested in a particular pol- 
icy. Many times, as many as five inter- 
ests would have to be served, each at a 
cost of twenty cents postage for regis- 
tered return cards, and in these partic- 
ular cases it is seldom that a premium is 
received to reimburse even partially the 
agent for the expense. Still we must re- 
duce our overhead. 

Now let’s assume that we have all done 
this, and we are down to rock bottom, 
and have enough to live on until we can 
dig in and get some new business to off- 
set what we have lost. 

Getting New Business 
now we come to the 


And 


question, 














STEVENS 


ALLAN C 


“Where to go next for a prospect?” If 
we stop to think a minute the woods are 
just full of them. Every customer you 
have on your books is the answer to 
where to go next for a prospect. Ask 
yourself how many times you have seen 
your customers during the year and you 
will surprise yourself with the answer 
that most of them are being neglected. 
When we think of new business we think 
of new customers. We should think of 
new business with present customers. 
The majority of them are only partially 
covered by the proper forms of insur- 
ance and unless you have made a proper 
survey of the insurance they now have 
in force you have laid yourself open to 
much serious criticism should they sus- 
tain a loss not covered under their pres- 
ent policies. 

You must at least give them the privi- 
lege of declining additional forms of cov- 
erage which you and I know are essen- 
tial today. Therefore the insurance sur- 
vey has developed into being not only 
the most useful tool an agent has in 
writing new business but, with its use, 
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own office. 


senting the 


PERSONAL SERVICE 


in Agency direct-by-mail advertising and 
Planned right in your 
Letters, 
printed material free to Agents repre- 
Fire Companies of The 
American Group, Newark—The Ameri- 
can of Newark; The Columbia Fire of 
Dayton; Dixie Fire of Greensboro. 


sales talks and 

















he finds it is the only intelligent way to 
render real service to his assured. Prac- 
tical experience has taught agents that 
it is very generally appreciated by an 
assured. It leaves with him not only a 
favorable impression but the feeling that 
the ground has been well covered by a 
complete method. 

In 1928 1 prepared a survey for our 
own office use that is meant to service 
dwellings and mercantile risks which is 
the bulk of our business. Its particular 
feature and advantages are as follows: 

1. It gives the agent an excellent rea- 
son for calling on his assured at a time 
other than when a policy comes due. 

2. It acts as a guide and a reminder 
to the agent of the forms of insuranc;: 
possible to be sold during an interview. 

3. It will show that agents who here- 
tofore called on an assured just to sell 
a particular form of contract only par- 
tially do their jobs. 

4. It will assist an agent more clearly 
to understand the mind of an assured 
who reports a loss and finds it is not 
covered under the various policies he has 
written for him prior to the survey. 

5. The agent of today must be well 
versed on all forms of insurance to use 
it effectively. 

6. Each survey made better equips 
the agent to make the next one. 

7. It is a good test of the agent's 
knowledge of what he sells. 

8. Its daily use will bring new 
thoughts and new ideas to both the as- 
sured and the agent. 

Instalment Notes 

Now I might mention the trade accept- 
ance instalment note which is now being 
used by many agents. This note was 
copyrighted in February, 1924, and since 
that time numerous finance companies 
have been established, and it is no longer 
a problem to finance an insurance ac- 
count. Those of you who use it have a 
great advantage over the agent giving 
his business to a finance company. The 





“< 87 KILBY ST., BOSTON, MASS. 


legal rate of interest charged by any 
bank is far less than a finance company 
charges to finance the same premium. | 
have found their charges often to be four 
times as much. 

\ few agents have told me their bank- 
ers objected to discounting this note, but 
they have never given me the reason. 
Many bankers, if they do not want to 
help you with your problems, take the 
course of least resistance. Those who 
have a desire to serve the agents in good 
financial condition would accept them if 
the agent made a real attempt to explain 
how it works and its advantages. If you 
pointed out that a finance company is 
soliciting the business from you and that 
the business in your opinion should re- 
main in town, he might listen. Then, too, 
you know and I know that finance com- 
panies also discount their notes in banks, 
so banks are accepting this paper gen- 
erally. Urge them to work with you. 
The advantages of keeping in touch with 
your assured are well worth considering. 
The coldness of a finance company often- 
times proves a disadvantage with you 
and your customer. 

In the past ten years that this note 
has been in use in our office we have 
never lost a cent. Some of our custom- 
ers have gone bad, but we have always 
had enough of a return premium to pay 
the unpaid balance of the note. My rec- 
ommendation is that you sell your bank- 
er the idea of taking these notes, as you 
sell insurance to your assureds. 


Grandpa’s Voice 


In conclusion, I’ve written a few lines 
that rhyme 

That I assembled during a little spare 
time. 

The words may sound like a grandfath- 
er’s voice, 

But they were 
choice. 


taken as a matter of 


One by one we'll all get some sense 

By controlling our overhead expense. 

Thanks to the depression, it made us 
learn 

That “A penny saves is a penny earned.” 


If you’ve been tempted by excess com- 
mission, 
And placed in jeopardy your position, 


Separation may tend to give you the 
jitters. 
You'll find that “All is not gold that 


glitters.” 


Rise early in the morning, old grandpa 
said, 

You'll never get anywhere lying in bed 

You may have chores like milk to churn, 

But “The early bird catches the worm.” 


So start out tomorrow to get a new line 

Call your special, use some of his time. 

In spite of results the same fact remains, 

You know that “Nothing ventured, noth- 
ing gained.” 


As you make your calls, each one by one, 
Develop the knack of creating some fun; 
(Continued on Page 28) 
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Lakewood, Ohio, Wins 
Fire Waste Contest 


WILL RECEIVE GRAND AWARD 
Philadelphia, Providence, Hartford, 
Owensboro, Ky., and Palo Alto, Cal., 
Also Winning Cities 

The winner of the grand award in the 
1933 Inter-Chamber Fire Waste Contest 
is Lakewood, Ohio. This announcement 
was made Friday in Washington, D. C., 
at a meeting of the National Fire Waste 
Council which sponsors the contest joint- 
ly with the Chamber of Commerce of 
the United States. The list of winners 
follows: 

Class I cities of more than 500,000 pop- 
ulation, Philadelphia. 

Class II 250,000 to 500,000, Providence, 
R. I 


Class III 100,000 to 250,000 population, 
Hartford, Conn. 

Class 1V 50,000 to 100,000 population, 
Lakewood, Ohio. 

Class V_ 20,000 to 50,000 population, 
Owensboro, Ky. 

Class VI under 20,000 population, Palo 
Alto, Cal. 

To Receive Awards in May 

Lakewood will receive its award at the 
annual meeting of the Chamber of Com- 
merce in Washington in May, as having 
made the best year’s record in checking 
fire waste and in promoting fire preven- 
tion activities in 388 cities in the contest. 
The other winners in the population 
groups also will be presented with 
awards at the same time. 

The 1933 contest made an exceptionally 
good record in the reduction of fire 
losses, the per capita loss of the compet- 
ing cities having been $1.37, the lowest 
in the history of the contest. This rep- 
resents a saving to the 35,000,000 in- 
habitants of these cities of $17,000,000 
under the 1932 figures. Their total loss 
last year was $48,150,429 as against an 
average of $82,925,000 in the five year 
period ending with 1932. 

A list of the winning cities and those 
receiving honorable mention follows: 

Grand award—Lakewood, Ohio. 

Class I—cities over 500,000 population: 
winner—Philadelphia, Pa.; honor cities 
—Detroit, Mich.; Pittsburgh, Pa.; Mil- 
waukee, Wis.; San Francisco, Cal.; St. 
Louis, Mo.; Cleveland, Ohio. 

Class IIl—cities from 250,000 to 500,000 
population: winner—Providence, R. I.; 
honor cities—Indianapolis, Ind.; Cincin- 
nati, Ohio; Rochester, N. Y.; Kansas 
City, Mo.; Memphis, Tenn.; Atlanta, 
Ga.; St. Paul, Minn.; Toledo, Ohio; New 
Orleans, La.; San Antonio, Texas. 

Class III—cities from 100,000 to 250,000 
population: winner—Hartford, Conn.; 
honor cities, Grand Rapids, Mich.; 
Wichita, Kansas; Youngstown, Ohio; 
Tacoma, Wash.; Nashville, Tenn.; El 
Paso, Texas; New Haven, Conn.; 
Springfield, Mass.; Ft. Worth, Texas; 
Honolulu, Hawaii. 


Winners Among Smaller Cities 

Class IV—cities from 50,000 to 100,000 
population: winner—Lakewood, Ohio; 
honor cities—Pasadena, Cal.; Greens- 
boro, N. C.; Asheville, N. C.; Savannah, 
Ga.; Berkeley, Cal.; Durham, N. C.; 
Schenectady, N. Y.; Union City, N. J.; 
Bethlehem, Pa.; East Orange, N. J. 

Class V—cities from 20,000 to 50,000 
population: winner—Owensboro, Ky.; 
honor cities—Parkersburg, W. Va.; Ely- 
ria, Ohio; Baton Rouge, La.; Mason 
City, Iowa; Newburgh, N. Y.; Tie, Po- 
mona, Cal. Muskegon, Mich.; Great 
Falls, Mont.; Wichita Falls, Tex. 

Class VI—cities under 20,000 popula- 
tion: winner—Palo Alto, Cal.; honor 
cities—Ridgewood, N. J.; Valley City, 
N. D.; Albany, Ga.; Ellis, Kans.; La- 
fayette, La.; Billings, Mont.; Gastonia, 
N. C.; Tie, Hastings, Nebr., Geneva, N. 
Y.; Colfax, Wash. 

Losses as a result of fire on urban 
property and farms declined 42% and 
10% respectively in 1933 according to 
Statistics compiled by George W. Booth, 
chairman of the contest grading com- 
mittee. He said that reports from 335 
































Stability and Enterprise 


“Down through the ages men 
have found convenience in the use of 
symbols - - picture devices that portrayed 
in simple form that which otherwise 
would take pages of text to relate. 
Such were the hallmarks of famous 


craftsmen. 


Each at a glance invested 


the thing bearing it with worth of char- 
acter and intrinsic value. 


Such a symbol is the trade mark 
of the North British & Mercantile 


Insurance Company. 


For a century 


and a quarter, 1809 to 1934, to local 
agents and the insuring public alike, it 
has stood for... 


~ Stability and Enterprise - 





NORTH BRITISH & MERCANTILE 


INSURANCE COMPANY 
LIMITED 





























FLORIDA AGENTS TO MEET 





Interesting Program Prepared for Ap. 
nual Convention April 11-12 
at Coral Gables 


C. W. Pierce, vice-president of the 
America Fore Group, is to be the com. 
pany speaker at the thirtieth annual cop. 
vention of the Florida Local Underwrit. 
ers Association at the Miami-Biltmore 
Hotel, Coral Gables, Fla. April 11 and 
12. His subject will be “A New Deal in 
Competitive Selling Practices.” 

Others who will speak or bring greet- 
ings include W. V. Knott, State Insur- 
ance Commissioner; W. F. Dunbar of 
Atlanta, manager of the Southeastern 
Underwriters Association; Chas. L, 
Gandy, past president of the National 
Association of Insurance Agents, and F, 
W. Brundick, Jacksonville, chairman of 
the Florida Fire Conference. 

Local board efficiency and activities 
will be the subject of two conferences, 
one on the evening of April 11 and the 
other at noon on April 12. Vice-Presi- 
dent Mitchell Stallings of Tampa whose 
hobby is local boards, will preside on 
both occasions. An interesting report is 
expected from Payne Midyette, chair- 
man of the legislative committee, includ- 
ing invitation of the life agents associa- 
tion to join in a move to create a sep- 
arate State Department. 

Disregard of the resident agents’ law 
in government surety coverage on con- 
tracts in Florida, and dummy general 
agencies, are two aggravating questions. 
Beale Travis, Jacksonville, will lead dis- 
cussion on the first, and his neighbor in 
the same city, Clifford A. Payne, on the 
second. These and other subjects indi- 
cate substantial reason for the statement 
from President W. P. Fisher, of West 
Palm Beach, that it will be an educa- 
tional session. 


Henry M. Zweig 20 Years 
With the National Fire 


Henry M. Zweig, president of the well- 
known New York City agency of Zweig, 
Smith & Co., last Saturday completed 
twenty years in the service of the Na- 
tional Fire of Hartford. In honor of 
the occasion he was presented with a 
beautiful bouquet of red roses and was 
guest at a dinner given by his partner, 
A. J. Smith, last week. Mr. Zweig 
started with the National Fire as special 
agent in western Pennsylvania and later 
became state agent in Pennsylvania. He 
was transferred to New York in 1922 to 
handle the company’s world-wide broker- 
age business. In 1926 Zweig, Smith & 
Co. became New York metropolitan 
agents for the National. 


MUTUALS’ PREMIUMS DECLINE 

Mutual fire insurance companies re- 
porting to the New York Insurance De- 
partment reported net fire premiums of 
$62,472,017 last year compared with $63,- 
230,348 in 1932, or a decrease of slightly 
over 1%. The five leading companies 
last year were: Northwestern, Wash., 
$3,619,827; Hardware Dealers, Wis., $3,- 
138,706; Minnesota Implement, $3,073,- 
180; Boston Manufacturers, $3,013,809, 
and the Retail Hardware of Minnesota, 
$2,892,124. 


STATE OF PA. WITH ROSS UND. 
The Insurance Co. of the State of 
Pennsylvania has appointed the Ross 
Underwriters, Inc., 111 John Street, as 
New York metropolitan agent. The New 
York agency represents also the Reli- 
ance of Philadelphia, the Philadelphia 
National and the National Security. 














of the 388 cities entered in the contest 
showed a reduction in the per capita fire 
loss from the five year average of $2.47 
to $1.37. Urban fire losses, according 
to reports from 325 cities having a total 
population of more than 35,000,000 per- 
sons, amounted to $48,000,000 last year, 
compared with a five year average of 
$82,951,000. Farm losses last year, ac- 
cording to I. D. Goss, chairman of the 
agricultural committee, amounted to 
about $100,000,000 as compared with 
$115,000,000 in 1932. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








A personal friend of mine among the 
supervising staff at our home office pro- 
vides the following amusing story for 
my column (and, in passing I might say 
that I wish more of my friends would 
do the columnists and 
comic artists have told me that they get 
much of their materials from readers of 
their columns and strips. I have been 
asked “How do they get all that stuff 
and keep it up every day?” That is 
the answer—their friends help them ma- 
terially.) However, here’s the contribu- 
tion, almost verbatim: 

“We had a line the other day on stock 
and equipment in a building described 
as a public garage and hennery. I had 
occasion to write to the agent about it 
and he replied giving me some details 
and among other things mentioned the 
fact that this was an ‘egg factory.’ I 
went back at him and asked why it was 
called an ‘egg factory,’ because I did 
not know that this product could be 
manufactured through artificial means 
and asked him what the real occupancy 
of the risk was. 

“I now have his answer and among 
other things commented upon by the 
agent he says that the eggs are still laid 
in the usual way and there is no manu- 
facturing process (artificial) involved. He 
also says that the use of the name ‘egy 
factory’ has caused a lot of interesting 
comments and seems to be good adver- 
tising for the owners and they seem to 


same, as inost 


America Fore Companies 


Issue Fine Sales Booklet 


One of the most effective pieces of 
sales literature issued by any fire com- 
pany so far this year is that of the 
America Fore Group bearing the title 
“What of Tomorrow?” By means of 
a clever selection and arrangemeent of 
more than thirty of the Group’s adver- 
tisements in insurance trade journals, in- 
volving the successful use of dramatized 
photography, Frank S. Ennis, advertis- 
ing manager, has prepared a_ booklet 
which is certain to attract and hold the 
attention of agents’ prospects. 

Printed in rotogravure the forceful 
pictures serve as illustrations for a brief 
amount of text. The photographs, how- 
ever, actually tell the story of the neces- 
sity for insurance against a large num- 
ber of common hazards. As the Ameri- 
ca Fore companies’ type of advertising 
to agents has proved so advantageous it 
is not difficult to presume that this new 
and handsome pamphlet will have a de- 
cidedly favorable reception with the 
clients of local agents of these compan- 
ies. It is intended to appeal to the aver- 
age assured, particularly owners of 


dwellings 


FIRE EXAMINERS MEET 
The Fire Insurance Examiners Asso 
ciation held a meeting at Child’s Golden 
Hill Restaurant last evening at which 
Henry Harley of the National Tube Co 
gave a brief talk on steel and then 
showed motion pictures of the making of 
steel and the processes involved in th¢ 
manufacture of seamless steel and cast 
iron pipe. The annual mecting of the 

examiners will be held on May 31. 


have no difficulty in selling all the eggs 
produced in this ‘egg factory.’” 
True Kindness and Modesty 
Our good friend and colleague AI. 
Davis, New York State agent of the 
Concordia, is at present at Trudeau 
Sanatorium at Saranac Lake, N. Y., sent 
there by our fine president, Mr. Neal 
Bassett, who always takes care of his 
deserving men when sick or in distress. 
I know he doesn’t want me to say any- 
thing about this, and I may be censured 
for so doing, but nevertheless I am tak- 
ing my chances on that, and want to 
state right here that deeds like this bring 
out the fine heart qualities that are in 
this man. He has done a lot of this 
kind of real Christian work, though he 
always takes good care not to have it 
leak out to others. 
* * * 
Better Than Medicine 
A string of Mr. Davis’ agents, know- 
ing that he is ill, have recently sent 
about $1,000 in premiums on new business 
to the company, bearing complimentary 
remarks about Mr. Davis. What a fine 
thing for these agents to do! I salute 
you, agents who have done this, you are 
“regular fellows!” Your action will help 
Al. Davis to regain his health and warm 
his good old heart. I am proud to be 
in a business in which such men like 
these agents exist. A friendly dose of 
premiums will help him more than many 
doses of medicine. What a lot of fine 
people there are on earth after all! I 
only hope that when I am laid low, my 
agents will do the same thing, showing 
that I am in the same class in their 
hearts as Al. is. 


Harrison Law Issues 


His Statistical Tables 

Harrison Law of Nutley, N. J., 
known statistician and loss adjuster, has 
issued the 1934 edition of “Law’s Statis- 


well- 


t'cal Tables” showing the condition of 
fire and marine companies as of Decem- 
ber 31, 1933. Practically all classes of 
companies show a reduction of premium 
The 
loss ratio last year was 45.7% against 
SRG in 1932. Net premiums written by 
fire and marine companies last year 
amounted to $607,653,604 compared with 
$667,381,977 the year before, a decline of 
9%. 

Mr. Law’s “Statistical Tables” show 
the ratio of losses, commissions, salaries 
and taxes paid to premiums in 1933; also 
the five year average. Other tables deal 
with cancelations and reinsurance; capi- 
tal, surplus and unearned premiums; pre- 
miums and losses since organization or 
admittance to this country; experience 
on specific classes of business, and com- 
parison with 1932 bv classes. 


income and a reduction in losses. 
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WM. S. EVANS KILLS SELF 





Vice-President of Fire Association Suf- 
fered from Cancer of Throat; Death 
Mourned by Many 

Facing a long siege of cancer of the 
throat, William S. Evans, vice-president 
of the Fire Association group, ended his 
life on Saturday. He was 52. He was 
found dead, with a bullet wound in his 
head and a pistol in his right hand, at 
the wheel of his parked automobile near 
Media, Pa. 

Otho E. Lane, president of the Fire 
Association, sent the following telegram 
to branch office managers of the com- 
pany: 

“His health threatened by cancer of 
the throat, William S. Evans, a vice- 
president of the Fire Association, shot 
himself and died on Saturday, March 31. 
He possessed the admiration and respect 
of his associates in these companies, all 
of whom mourn his tragic death.” 

Mr. Evans was a graduate of Swarth- 
more College as is his wife, who was 
Miss Helen Rogers. Their marriage fol- 
lowed an undergraduate courtship. He 
was a member of the Swarthmore Bor- 
ough Council for four years and several 
vears ago built an imposing house at 
Swarthmore in which he lived until his 
death. His wife has been active in the 
Swarthmore Woman’s Club. 

Funeral services were held Tuesday 
afternoon at his late residence. 





WITH TRIANGLE UNDERWRITERS 
The Triangle Underwriters, Inc., 50 
Court Street, Brooklyn, has been named 
Brooklyn agent for the National-Ben 
Franklin and Brooklyn and _ suburban 
agent for the National Fire & Marine 
of New Jersey. In addition the Mil- 
waukee Mechanics has entered the office 
for Long Island suburban business. The 
Fire Association of Philadelphia is also 
represented for automobile lines. 


JOHN F. LANE’S NEW POST 

John F. Lane has been appointed all- 
risks and inland marine underwriter of 
the Commercial Union’s metropolitan de- 
partment at 123 William Street, New 
York. Mr. Lane is well known here 
and has served with several companies 
locally. 
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Fire Reinsurance ‘Treaties 


Baltic Insurance Co., Ltd. 
Eagle Fire Insurance Company (NewJersey) - 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 








Lovejoy State Agent for 
Home in New England 


Julian Lovejoy, special agent for the 
Home of New York in eastern Massa- 
chusetts and New Hampshire, has been 
made state agent for the Home fleet in 
New Hampshire and Vermont. A grad- 
uate of Massachusetts Institute of Tech- 
nology in 1922, Mr. Lovejoy joined the 
Home that year and has since traveled 
in New York, Massachusetts and New 
Hampshire. His father was the lat 
George M. Lovejoy, vice-president of 
the Phoenix of Hartford and his brother 
was formerly with the Great American. 
Mr. Lovejoy will have his headquarters 
in the Bell Building at Manchester, N. H 


A. C. Stevens Talk 


(Continued from Page 24) 

In your sales talk you may do som 
salving, 

But “What isn’t worth asking for isn't 
worth having.” 





When in doubt as to where to go next, 

Take a friend’s tip from this evening's 
text. 

l’resent customers are the ones to push; 

“A bird in the hand is worth two in the 
bush.” 


Let’s stick to our jobs; watch for the 
breaks. 

Patience and concentration it takes 

To follow through and regain our loss, 

‘Cause “A rolling stone gathers no moss.’ 


\ few companies failed from the acid test 

In spite of “A” ratings given by Best. 

If you erred in judgment, and you feel 
cheap, 

“You will be judged by the company you 
keep.” 


So as you perform your tasks each day, 

Struggling to earn a full day’s pay, 

Remember the adage we’ve almost 
shelved, 

“God helps those who help themselves.” 
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ECAUSE insurance spans the gap between 
present plans and future accomplishment, 
it should be of unquestionable strength. 





Today, as never before, agents and brokers 
recognize the tremendous importance of placing 
their clients’ insurance in companies which have 
stood unshaken through the years—prosperity 
years, conflagration years, depression years. 


It is significant, we believe, that more than one hun- 
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dred agencies which represented Royal-Liverpool 
companies half a century ago— when the Brooklyn 
Bridge was opened — have represented us ever since. 


Royal - Liverpool Companies have spanned the 
years with many impressive demonstrations of 
Strength. Their financial resources, experience 
and organization, guarantee to agents, brokers and 
policy-holders, unexcelled service facilities which 
extend to every part of the civilized world. 


ROYAL LIVERPOSL GROUPS 


ONE HUNDRED FIFTY WILLIAM ST., NEW YORK, N.Y. 
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EQUITABLE F. & M. INSURANCE CO. 
of Providence, R. I. 

THIS COMPANY PUBLISHES SEVERAL EDUCATIONAL 
FOLDERS YOU MAY HAVE ANY OR ALL OF THE 
THREE LISTED BELOW, BY INDICATING YOUR CHOICE 
ON THE COUPON AND MAILING IT TO THE OFFICE OF 
THE COMPANY AT 30 TRINITY ST., HARTFORD, CONN 
COINSURANCE CLAUSE A BRIEF, POPULAR 
EXPOSITION OF AN IMPORTANT FEATURE OF MANY 
INSURANCE CONTRACTS 
RIOT AND CIVIL COMMOTION INSURANCE 
WHAT IT IS. WHY IT 1S AND HOW IT WORKS. TOLD 
IN A CLEAR, CONCISE STYLE 
USE AND OCCUPANCY INSURANCE 
A SHORT EXPLANATION OF THIS COMPLEX 
SUBJECT 


CHECK THE ONEE YOU 'WANT AND FILL OUT COUPON 


NAME 
TITLE 
AODRESS 


city STATE 
@,. vu. 





Mechanical Foam Inventor 
Leaves for Denmark Home 


Einer Schroeder, assistant chief of the 


fire department of Copenhagen, Den- 


mark, and chemistry professor of the 
Technical College of Copenhagen, sailed 
last week for Europe after demonstrat- 
ing to a number of persons in this coun- 


.™ 


fom 


try the mechanical foam which he and 
Jan von Deurs invented. This mechani- 
cal foam is in use in Copenhagen and 
some other fire departments, equipment 
in Copenhagen being on about fifty of 
the trucks of the department. 

Mr. Schroeder has for some years been 
a chemical engineer and after joining the 
Copenhagen Department he was asked 
to take over experimentations with chem- 
ical foam, which experimentation had 
made some progress with mechanical en- 
vineers, but had the objection of being 
too expensive. He worked on it and as 
a result got the formula of the mechani- 
cal foam, the chief difference being that 
this foam is not made by gases developed 
by chemicals, but is a mixture of air with 


Auto Campaign 
(Continued from Page 1) 


the purpose of having these assureds in- 
form finance companies that insurance 1s 
to be placed through local agents. It is 
assumed in many instances that finance 
companies will insist upon controlling the 
insurance but local agents hope that if 
they are not successful immediately in 
diverting a sizeable volume of premiums 
awav from the finance accounts they will 
at least arouse a spirit of opposition to 
the old system in the minds of car pur- 
chasers which will in time prove bene- 
ficial to the local producer. 


Cars Financed Now For Year and a Half 


With numerous finance companies now 
permitting buyers of cars to make pay- 
ments over a period of eighteen months 
instead of twelve as was usually the rule 
heretofore, local agents say they haven't 
a chance to solicit the fire and theft in- 
surance until a car is nearly two years 
ld and so depreciated in sales value that 
the premium paid produces practically no 
commission for an agent. Not only that, 
but as in normal times thousands of car 
owners buy a new automobile every two 
years, many local agents fear that they 
are going to be eliminated almost en- 
tirely from the picture as far as auto- 
mobile fire and theft premiums are con- 
cerned. 

An authority on underwriting automo- 
bile insurance finance business informs 
The Eastern Underwriter that he is not 


a soap solution. It is especially effective 
for fires in gasoline, alcohol, oils and 
other substances lighter than air where 
water cannot be effectively used by fire 
fighters because by floating on top the 
fire spreads. The mechanical foam is 
also effective in houses where water 





>; 
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Demonstration of Mechanical Foam in Copenhagen 


would do damage to the furniture and 
floors underneath. 

Following the successful installation of 
the mechanical foam in the fire engines 
of Copenhagen it was sold to some 
Swedish fire departments. The mechan- 
ical foam comes out of an ordinary noz- 
zle, it being possible to shoot the stream 
as high as 100 feet. Another advantage 
of the foam is to cover with the sub- 
stance material in the neighborhood of a 
fire, thus preventing its spread. 

Deputy Chief Schroeder came here to 
build a machine for demonstration of the 
mechanical foam and these demonstra- 
tions are now being made by H. B. Jes- 
persen, whose home is in Mountain 


Lakes, N. J. 





impressed by the movement to divert this 
coverage into the hands of local agents 
because the average automobile buyer is 
interested primarily in costs and will not 
share in an effort to bring additional pre- 
miums and commissions to a local agent 
if he, the buyer, has to pay extra there- 
by. This informant says that while 
finance companies charge car purchasers 
the full insurance rate, they give buyers 
the benefit of most of the insurance com- 
mission through a reduction in finance 
charges. In other words, he says the 
finance companies have to meet the com- 
petition offered by the General Motors 
finance and insurance plan and therefore 
cannot keep, in the final analysis, the in- 
surance commissions for themselves. 

With respect to the charge that finance 
companies will not grant full insurance 
to car purchasers, this spokesman for the 
former says that the insurance amounts 
to 80% of the delivered cost of an auto- 
mobile and that in the event of loss the 
purchaser is as fully reimbursed, as far 
as his equity is concerned, as though he 
had placed the insurance himself with 
the local agent of his own choice. | Be- 
sides, limiting the amount to insurance to 
80% of the delivered cost tends to re- 
duce the moral hazard. 

Most insurance companies. are getting 
a certain volume of automobile finance 
business, with the General Exchange 
Insurance Corp., the Home and the St. 
Paul being three of the leaders. 

North America Circular 

The circular being distributed by tne 

Insurance Co. of North America which 


bears the title “Why Lose Premiums ty 
National Automobile Finance Compan. 
ies?” and which has attracted wide jp. 
terest among agents, presents the fo]- 
lowing reasons why local producers 
skould have a larger share of the auto- 
mobile premiums: 

“Cars sold on a finance plan represent 
a majority of the new car sales in your 
community and are, therefore, the big- 
gest potential source of income to the 
local agent. 

“Many agents have the altogether false 
impression that when their own custom- 
ers buy new cars from local dealers on 
the instalment plan of a nationally op- 
erating finance company they are auto- 
matically shut out of the fire and theft 
insurance. They completely overlook the 
following essential facts: 

“(1) That the local dealer is primarily 
interested in selling cars and utilizes the 
national finance company in the absence 
of satisfactory local financing arrange- 
ments. Insurance is and should be inci- 
dental to the transaction. Where the 
purchaser insists upon furnishing his own 
fire and theft insurance through his own 
local agent, the local dealer has no rea- 
son to object. He should in fact welcome 
this so as to further the interests of the 
local agent in his own community. The 
trouble is that purchasers generally do 
not realize either their right to do this 
or its advantages to them and in turn 
the local agent fails to educate his cus- 
tomers and capitalize on this source of 
income. 

Local Agent Has Insurance on Car 

Turned In 

“(2) That in almost every ease the new 
car buyer is an old car owner and the 
old car is usually insured with the local 
agent. It follows then that in accepting 
a policy furnished by the finance com- 
pany the owner is the loser through the 
short-rate cancelation of the old car in- 
surance. 

“(3) That the centralization by the 
owner of all his insurance with the local 
agent is in his own interest through the 
service and counsel that the local agent 
is equipped to render. This personal 
touch is of demonstrable value to the 
policyholder. Where the insurance, on 
the contrary, is furnished by a national 
finance company, their interest is para- 
mount and the owner’s secondary. 

“Alert agents are utilizing these 
thoughts most successfully in capitaliz- 
ing on the business available in their 
community. It will pay every local agent 
to promptly notify every automobile pol- 
icyholder so that this source of income 
will not be diverted from his own pocket- 
book. 

“Automobile production and sales are 
definitely on the increase. Now is the 
time to actively solicit automobile insur- 
ance—by letter and by personal call. 

Sample Sales Letter to Car Owner 

“Here is a suggestion for your letter 
to clients and prospects: 


a new car. 
“Should you be considering purchasing 
a car under a finance plan from a dealer 


using the facilities of a nationally op- 
crating finance company, permit us in 
advance to make a suggestion of advan- 
tage to you and us alike. 

“Most people purchasing a car in this 
manner do not realize that they can fur- 
nish their own fire and theft insurance 
by merely asking the dealer to grant that 
right. 

“Why lose money through short-rate 
cancelation of your old policy ? 

“Why involve yourself with insurance 
furnished by a national finance company, 
whose interest would be paramount and 
yours secondary ? 

“In case anything happens to your new 
car it is so much more satisfactory to 
have your insurance through your local 
agent who is close at hand and ready to 
serve your interest. Continued protection 
in a dependable company can be ar- 
ranged by us without the slightest incon- 
venience to you. 

“Just advise us of your intention when 
you decide to purchase a new car, and 
mention the matter to the dealer. We 
will certainly appreciate your courtesy. 
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JOHN R, COONEY, Vice-Pres. ~~~ KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. ERMAN AMBOS, My rt E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d eee LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 

CAPITAL 
$ 9,397,690.00 Organized 1855 
NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President 
JOHN R, COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A, CLARK, Vice-Pres. A: R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Mats E. G. POTTER, 2d V.-Pres. w.w TTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS. 2d V.-Pres. 
THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1853 
NEAL BASSETT, President 
JOHN R,. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W.E WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres, E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
E WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 Organized 1854 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, | Vice-Pre E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
| WALTER J. SCHMIDT, 2d V.-Pres. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
NATIONAL-BEN FRANKLIN ‘FIRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 Organized 1866 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. A." R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pre E. G. POTTER, 2d V.-Pres. TTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN Bi BROOKS. 2d V.-Pres. 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1871 
NEAL BASSETT, Chairman of Board 
W.E. wet sneee. President JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. 
H. R. M. SMITH, Vice-Pres. HERMAN AMBOS, Tes ee E. G. POTTER, 2d V.-Pres. Ww. W. POTTER, 2d V.-Pres. 
‘WALTER J. SCHMIDT, 2d V.-Pres. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 Organized 1870 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
JOHN R, COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, ves E. G. POTTER, 2d V. -Pres. Ww. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. EE TRIMBLE, 2d v. -Pres. OLIN BROOKS, 2d V.-Pres. 
THE CAPIT. AL FIRE INSURANCE COMPANY 
$ 300,000.00 Organized 1886 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 Organized 1905 
NEAL BASSETT, President 
JOHN R, cone, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. R. M. SMITH, Vice-Pres. 
W.E LLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. P POTT ER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 Organized 1852 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, Vice-Chairman 





. S. LANDERS, President J. C. HEYER, Vice-President WINANT VAN WINKLE, Vice-President JOHN R, COONEY, Vice-President 
E. G. POTTER, 2d Vice-Pres. E.R. HUNT, 3rd Vice-Pres’t S.K.McCLURE, 3d Vice-Pres, T. A. SMITH, Jr., 3rd Vice-Pres, F. J. ROAN, 3rd Vice-Pres. 
THE METROPOLITAN CASUALTY INSURANCE COMPANY 
$ 1,000,000.00 OF NEW YORK Organized 1874 
NEAL BASSETT, Chairman of Board 
H. S. LANDERS, President WINANT VAN WINKLE, Vice-President J.C. HEYER, Vice-President OHN R. COONEY, Vice-President 


E. G. POTTER, 2d Vice-Pres. T. A. SMITH, 3rd Vice-Pres. FRANK J. ROAN, 3rd Vice-Pres, E. R. HUNT, 3rd Vice- Seat S. K. McCLURE, 3rd Vice-Pres. 


COMMERCIAL CASUALTY INSURANCE COMPANY 





$ 1,000,000.00 Organized 1909 
WESTERN DEPARTMENT a | a geet 
t, Chi , Illinoi treet, 
part parry agen a anomeaa EASTERN DEPARTMENT Sen Poancioss, Colfousin 
H. R. M. SMITH, Vice-President W. W. & E. G. POTTER, 2nd Vice-Presidents 
JAMES SMITH, Secretary 10 Park Place FRED W. SULLIVAN, Secretary 
CANADIAN DEPARTMENT NEWARK, NEW JERSEY SOUTH-WESTERN DEPARTMENT 
912 Commerce St., Dallas, Texas 
461-467 Bay St., Toronto, Canada BEI LIN, BROOKS, 24 Vice-President 
MASSIE & RENWICK, Ltd., Managers re A. ©. MEEKER: Secrsuary nent 
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Insured Transferring Property to 
Own Corporation Still Held Owner 


William C. Evans, a New Jersey farm- 
cr, insured his dwelling house and farm 
stock, implements, etc., with the Farmers 
Keliance against fire. He then placed the 
title to his farm in a holding corpora- 
tion for the purpose of holding the title 


freed of dower, pursuant to an agree- 
ment between him and his wife. Evans 
held 4,998 shares in the company, the 


remaining 2 shares of capital stock being 
held by others to qualify them as incor- 


porators. The real beneficial ownership 
remained in Evans. No change in pos- 
session, Operation or management fol- 


lowed the conveyance to the corporation. 
The not assigned to the 
corporation. 

\ fire occurred partially destroying the 
dwelling house and wholly destroying the 
barn and wagon house. Household fur- 
niture and other personal property were 
also destroyed. The amount of loss was 
not disputed. In the proceedings which 
followed the New Jersey Court of Chan- 


policies were 


cerv held, White v. Evans, 169 Atl. 812, 
that in all the circumstances Evans was 
the substaniial beneficial ov-ner of the 


property insured, and that the insurance 
company could not liability be- 
cause of the transfer to the corporation, 
especially since the hazard had not in- 
creased, nor the interest of Evans in the 
protection of the property diminished, 
and the entire loss would fall on him. 


Two Suits Brought 


escape 


Evans had given a bank a bond and 
mortgace which the bank assigned to 
White, an agent of the insurance com- 
pany. Two suits were brought against 


Ford Truck Approved As 
Fire Fighting Equipment 


Production in the cost of fire fighting 
equipment for cities up to 25,000 popu- 


lation was indicated with the announce- 
ment that the new Ford V-& truck has 
passed all tests prescribed by the Na- 
tional Board of Fire Underwriters and 


is listed among accepted driving units for 
a pump capable of delivering 500 gallons 
of water a minute for an extended peri- 
od. The Ford V-8 ton and a half truck 
is the first in its class to pass the tests 
imposed on all equipment before it is 
accepted by the insurers as adequate in 
the 500 gallon pumper category. Not 
only did the Ford V-8 pass the official 
tests, but engineers for the underwriters 
said an ample reserve in power and en- 
durance was shown by the V-8 motor. 


The tests passed by the Ford V-8& 
showed it to be capable of delivering 476 
vallons a minute through an inch and 


three-cighths fire nozzle to a height of 
93 feet, approximately the level of an 


cight-story building, for several hours at 
a time Water in the tests was drawn 
from a level nine feet six inches below 
the truck Engineers estimated that 
water drawn from a hydrant at truck 


level could be delivered at the rate of 800 
vallons a minute 

\lthough the underwriters’ tests 
the truck itself require that it accelerate 
to fifteen miles an hour in 500 feet with 
a load of 3,000 pounds, the Ford ton and 
a half model accelerated to fifteen miles 


for 


in about 100 feet with a load of 4,800 
pounds. The underwriters’ tests were 
conducted under rigorous weather con- 
ditions \lthough official temperature 
readines during the test were four to 
fifteen degrees below zero, readings at 
the scene of the test indicated a tem- 
perature of two below zero, and the 


equipment was heavily coated with ice 
| 


before the tests were compl ted. 


NATIONAL BOARD MEETING 

The National Board of Fire Under- 
writers will hold its annual meeting on 
Thursday, May 24, at the Waldorf- 
\storia Hotel in New York. 


the insurance company, one by the bank 
as mortgagee to recover for the loss on 
buildings and the other by Evans to re- 
cover for the loss on personal property. 
Evans recovered judgment in his action, 
110 N. J. Law 150, and assigned it to 
Joseph H. Evans. 

The consideration for the assignment 
to White by the bank was paid by the 
insurance company, and, the court said, 
represented the principal sum due on the 
mortgage. White brought foreclosure 
proceedings, in which the insurance com- 
pany was substituted as complainant. It 
paid into court the amount of the judg- 
ment in Evans’ case, and sought to ap- 
ply this to the amount due under the 
bond and mortgage. 

The court held that the amount of the 
loss under the policy over the buildings 
should be offset against the amount 
found to be due to the insurance com- 
pany on the bond and mortgage. The 
insurance company was held entitled to 
a decree for $10,000, the amount paid to 
the bank on the assignment of the mort- 


vage, with interest and taxcs. Evans 
v.as held entitled to have the amount 
of the decree offset to the extent of 


$8,021, representing the established loss 
on the buildings insurcd by the Farmers 
RKeliance, with interest. 

The insurance company’s claim to have 
the amount of the judgment against it 
credited on the mortgage was denied. 
The assignment to Joseph H. Evans was 
held to be bona fide and there was no 
evidence that William C. Evans was in- 
solvent or that the mortgaged property 
was inadequate to satisfy the mortgage. 

SUES COMPANIES FOR $266,130 

Suit to recover $260,130 insurance on 
156 paintings, declared to be originals, 
was started this week against the Home 
of New York and the Great American in 
the New York Supreme Court by Mrs. 
Laura A. Rosso, wife of Victor Rosso, 
portrait painter, who is now serving a 
term in the Federal penitentiary at 
Leavenworth, Kan., following conviction 
on the charge of using the mails to de- 
fraud in attempting to collect insurance 
on the burned paintings. Mrs. Rosso 
was tried on the same criminal charge 
in June, 1931, but was acquitted. Abra- 
ham Kaplan of Powers, Kaplan & Ber- 
ger is acting as attorney for the de- 
fendant insurance companies which con- 
tend that the proofs of loss were false 
in that the paintings are alleged to have 
been merely copies and not worth more 
than $5,000 altogether. 





MEET COL. LEONARD PETERSON 

Leonard Peterson, division underwriter 
in the Western department of the Home 
Insurance Co., but with headquarters at 


the New York home office, is now 
“Colonel” Peterson. He, too, has joined 
the staff of Governor Laffoon of Ken- 


tucky, having received this honor while 
attending the local agents’ convention at 
Louisville, Ky. Mr. Peterson is well- 
known and popular among insurance men 
in New York as well as in the Western 
field 


GETS 25 YEAR SERVICE MEDAL 

M. A. Schwartzkopf, who has repre- 
scented the Continental of the America 
Fore Group, as local agent at Pittston, 
Pa., for twenty-five years, has been 
awarded the company’s service medal. 
The presentation was made by Special 
\gent T. Howard Bacon. Mr. Schwartz- 
kopf is a former president of the Wyo- 
ming Valley Insurance Exchange. 

HARMONIA FIRE WITH KELLE 
The Harmonia Fire has appointed 
John Kelle, Inc., 102 Maiden Lane, as 
general agent for the New York subur- 
ban territory. Besides the Harmonia, 
the office represents the Sussex. 


ARSON ACTIVITIES CURBED 
District Attorney Dodge of Manhattan 
Co-operating Fully; Sixteen Con- 
victions This Year 

Fire insurance companies are distinctly 
heartened by the splendid co-operation 
given by Chief Fire Marshal Brophy of 
New York and the New York City Dis- 
trict Attorney’s office in the general cam- 
paign being conducted against arson. 
Since District Attorney W. C. Dodge 
took office on January 1 of this year he 
has been conducting a secret investiga- 
tion of many suspected incendiary blazes 
in Manhattan and thus far sixteen per- 
sons have pleaded guilty or have been 
found guilty on arson indictments. Much 
of the evidence has been gathered by 
Eugene J. Finnegan, assistant district 
attorney; Fire Marshal Brophy’s office 
and members of the arson department of 
the National Board of Fire Underwriters. 

Mr. Dodge said a few days ago that 
when he took office he had a conference 
with representatives of the fire under- 
writers who asked his co-operation in 
prosecutions of incendiary fires. Now 
the fire companies believe that the arson- 
ists in Manhattan and Brooklyn have 
been definitely routed. The District At- 
torney’s office in Brooklyn has been 
working closely with the National Board 
for many months, with magnificent re- 
sults. I. Popkin, 36 vears of age, en- 
tered a plea of guilty last week to arson 
in the third degree as a second offender. 
He is now in prison awaiting sentence 
on April 12. 





Agents in West Move 
To Fight Separation 


Representative agents from Chicago, 
Milwaukee, St. Louis, Cleveland, Cin- 
cinnati and Louisville, Ky., held a meet- 
ing this week to prepare to oppose sepa- 
ration of mixed agencies in the West. 
The agents expect that the Western 
Underwriters Association will soon 
adopt the same rule on separation which 
the E.U.A. approved recently. The 
W.U.A. will hold its annual meeting this 
month at White Sulphur Springs, W. Va. 
In the East local agents have not taken 
any concerted steps to oppose the sepa- 
ration movement. 


VERMONT PUBLIC BUILDINGS 

Insurance on the public buildings of 
Vermont has been increased by nearly 
$1,500,000 through a plan worked out by 
Deputy Insurance Commissioner Carl M. 
Spencer, Finance Commissioner P. H. 
Page and a committee representing in- 
surance companies. Also a_ simplifica- 
tion and readjustment of forms has been 
arranged which makes the total premi- 
ums to be paid by the state only slightly 
more than formerly. Total insurance now 
carried is practically $5,600,000 and the 
average annual rate is 37 cents per thou- 
sand compared with 45 cents under the 
old schedule. There are now eight mas- 
ter policies. Forty per cent of the in- 
surance goes to mutual companies and 
60% to stock companies on the approxi- 
mate basis of taxes paid in Vermont. 


RULES ON GENERAL AGENTS 

Attorney-General Cary D. Landis of 
Florida has ruled that general agents of 
fire companies or employes of such gen- 
eral agents may not be licensed as local 
agents if the general agency operations 
constitute the major work of such of- 
fices. President W. P. Fisher of the 
Florida agents’ association believes this 
ruling will bar general agents or their 
employes from countersigning insurance 
contracts of any nature. 


AGENTS SEE BETTER TIMES 

Local agents in Atlantic City and other 
seashore resorts in southern New Jersey 
feel that their collection problem will be 
far less difficult in 1934: So far this 
year the hotels have been crowded and 
a general atmosphere of prosperity is 
in evidence. In 1933 the shore towns 
were hit badly by a lack of hotel trade 
and insurance agents suffered accord- 
ingly. 
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T. F. ALLEN COMES TO N. y. 
Assistant General Agent of Corroon & 

Reynolds Group; Baumann Special 

Agent in Connecticut 

T. F. Allen has been transferred from 
the Western department of the Corroon 
& Reynolds Group to be assistant gep. 
eral agent of the Eastern departmen 
under Secretary H. J. Thomsen. }\; 
Allen has had a long experience as ay 
underwriter and formerly was with the 
Importers & Exporters coming to Cor. 
roon & Reynolds, Inc., when the Ameri. 
can Equitable of that group reinsured 
the fire business of the Importers & Fy. 
porters. He is well acquainted with 
agents in the Eastern field in particular 
and also has a wide acquaintance among 
the brokers in New York City. 

V. L. Mulvehill, now special agent for 
the Corroon & Reynolds companies 
Louisville, Ky., and A. A. Arleth, super- 
visor in the Western department, haye 
been appointed assistant general agents 
of that department under Secretary R. 
R. Wilde. Mr. Mulvehill and = Mr 
Arleth have had fine training both in the 
office and in the field and are qualified 
to fill the duties of their new positions, 

W. A. Baumann, now supervisor in the 
Eastern department of Corroon & Reyn- 
olds, Inc., has been appointed special 
agent for Connecticut, assisting Resident 
General Agent IP. A. Cosgrove at Hart- 
ford. 


Fireman’s Fund Issues 


Unique Auto Booklet 


Hlow the automobile driver’s millenium 
can be achieved by the expenditure of 
a nominal amount of money is the theme 
of a little booklet just prepared by the 
Fireman’s Fund group of companies 
This highly des‘rable ideal is explained 
by a series of short short stories (copi- 
ously illustrated), showing ridiculous pre- 
dicaments of drivers who have not yet 
crossed the border line between a life full 
of risks and the state where all is har- 
mony and peace of mind. 

The automobile driver is shown as the 
onlooker sees him; the pedestrian as the 
driver sees him; not to mention the driy- 
er as his wife him. And _ inter- 
spersed are pellets of advice which are 
unconsciously swallowed before the laugh 
of the preceding paragraph has worn off. 
The humor of life without cynicism or 
sarcasm, wisdom wrapped in jesting—all 
containing powerful arguments in favor 
of complete automobile coverage. 

These booklets—“4-Wheel Fun”—are 
for free distribution to the — public 
through the automobile agents of the 
Fireman’s Fund companies. 


sees 


MARINE ASS’N OF U. S. MEETS 

The Association of Marine Underwrit- 
crs of the United States held its six- 
teenth annual meeting on Monday and 
re-elected the following officers: Presi- 
dent, Samuel D. McComb, manager 0! 
the Marine Office of America; vice-pres- 
ident, Henry H. Reed, New York man- 
ager of the Insurance Co. of North 
America; executive secretary, Ernest G. 
Driver, and treasurer, J. T. Byrne. Hen- 
don Chubb and Walter Wood Parsons 
were re-elected members of the execu- 
tive committee for terms of three years. 
The holdover members of this committee 
are Douglas F. Cox, F. B. McBride, Wil- 
liam H. McGee, Henry H. Reed and 
Harold V. Smith. President McComb 
reappointed the standing committees. 


JOSEPH P. RIORDAN DIES 

Joseph P. Riordan, 70 years of age, 
and one of the leading insurance agents 
of Harrison, N. J., died suddenly of a 
heart attack last week. He was first 
mayor of Harrison and a former coun- 
cilman. He served as mayor from 1904 
until 1914 and was again elected mayor in 
1918 and served until December 31, 1926. 
Mr. Riordan was a bachelor. A _ high 
requiem mass was offered last Wednes- 
day at Holy Cross Church in Harri 
son, with interment in the Holy Sepul- 
cher Cemetery. 
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COMMITTEES ARE ANNOUNCED 
Suburban Division of New York Fire 
Rating Organization Gives Names 
of Members 

The suburban division of the New 
york Fire Insurance Rating Organiza- 
ion has announced the personnel of the 
various committees, Members of the dif- 
jerent committees and the dates on 
which their terms expire follow: 


companies: Ar 
Fire, and Emil 


Committee—Local 


Executive 
| Fidelity- Phenix 


thur A. Nelson, 


H. Ulrich, Pacific Fire, March 1, 1935, and 
ceorge F. Neiley, Queen, March 1, 1935, For 
sien companies: J. V. Lane, Northern Assur 


nee, March 1, 1936, and Joseph T. Goeller, Lon 
ion & Lancashire, and Chris D. Sheffe, Lon 
ion Assurance, March 1, 1937. Out-of-town 
ies: Stuart H. Richardson, Detroit Fire 
& Marine, March 1, 1935; Luer L. Wiltbank, 
Ca fornia Insurance Co., March 1, 1936; Alfred 
|. Mooney, Michigan Fire & Marine, March 1, 
137. and P. W. Barnes, Victory, and William 
lds, Globe & Republic, March 1, 1938. 
appeal committee: Messrs. Reynolds, 
and Wiltbank. 


mittee On agency 






Reyno 
Rate 


shefie 






qualifications (all terms 

March 1, 1935) acal companies: Ar 
A. Nelson, Continental, and J. E. Peace, 
herr Insurance Co. Foreign companies 
A. Blodgett, Eagle, Star & British Do 
ninions, and Joseph F. Murray, Jr., Liverpool 
& London & Globe. Out-of-town companies 
Fred W. Kentner, Travelers Fire; Robert T. 
Stewart, Pennsylvania Fire, and T. Morgan Wil 
ms, Franklin Fire. 

















erage committee (all terms expire March 
35)—Local companies: A. L oss, United 
s Fire, and Russon G. Ganner, Manhattan 
& Marine. Foreign companies: Jolin Roy, 


N Insurance Co. QOut-of-town companies: 
E. Stanley Jarvis, Twin City Fire. and A. J 
Smith, Mechanics & Traders 
Deviation committee (all terms expire March 
, 1935 Local companies: F. E. B City 


H. Witthohn, Federal Foreign companies: H 
|. Noble, Norwich Union Fire, and Percy Ling, 
North British & Mercantile. Out-of-town com 
nies: Frederick Hoadley, American of New 

and Harry von der Liet, United Fire 
men’s of Philagelphia 


E. U. A. Separation Plan 
Is Modified Slightly 


When the Eastern Underwriters Asso- 
ciation decided to enforce separation in 
the excepted cities of the East, 
juestion whether this new rule 
uld be enforced strictly against mu- 
tual conipanies \fter the meeting of 
the E. U. A. last week it was announced 
that the companies were determined to 
proceed with separation against all com- 
panies not members of the association, 
ncluding both stock and mutual insur- 
rs, with one exception, however 

In the territory of the Philadelphia 
Suburban Underwriters’ Association and 
1 that part of the Boston metropolitan 
territory which lies outside the city 
proper and which includes more than 
twenty cities and towns, the effective 
date of separation as concerns mutuals 
nly will be postponed for a_ limited 
In metropolitan Philadelphia and 





some 


arose 





ton there will be no extension of 
le to agencies because of mutual com- 


pany representation. In ordinary terri- 
tory the E. U. A. has for some years 
allowed agencies with a “clear” status to 
continue to write for mutuals of their 


own state which were represented in the 
fices at the time separation becan« 
citective. 


Chubb & Son Now Writing 
Fire Risks in the Sea 


Chubb & Son, United States managers 
of the Sea of Liverpool, have entered 
the company in the fire insurance field 
and a conservative 


are writing amount 
of business. A. H. Witthohn, vice-presi- 
dent of the Federal and in charge of 


the fire department of Chubb & Son, is 
handling the fire business of both the 
Federal and the Sea. Heretofore the 
Sea has engaged in ocean and inland 
Marine, aircraft and automobile insur- 
ance only in this country. At the close 
of 1933 the Sea had assets of $2,747,286 
and net surplus of $1,509,938. It is li- 
censed in seventeen states including New 
York, New Jersey, Pennsylvania, Massa- 
chusetts and Maine in the East. Other 
companies represented by Chubb & Son 
lor marine insurance which may i 
bly later write fire insurance as the de- 
mand for coverage increases include the 
Marine of London and Alliance Assur- 
ance of London. 


possi- 


Seek 


Rumsey and Barker Now the 


Partners in Law Firm 
David Rumsey and Wendell P. Barker, 


two outstanding lawyers specializing in 


ease 
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Department on 
preparation of 


\s counsel for the 


consummation of the 


NUM TOUS 
important 
National Surety 







occasions Mm 


and the National Surety Corporation he 
has contributed to the preparation and 
rehabilitation plan 


former 
Richmond, 


hrm 


insurance matters, have reorganized their recently confirmed the New York New York and San 
cfiices and become partners under the Court of Appeals. 

name of Rumsey & Barker. Both Mr. - 

Rumsey and Mr. Barker have had dis- R. M. SIMPSON ADVANCED John A. Lynch, 
tinguished careers in insurance law and Kk. M. Simpson, Chicago branch man- the Borough of 
for years have handled many leading ager of Newhouse & Sayre, Inc., general ized John A. Lynch 
cases of all classes of companies. Mr agents of the all-risk department of the turn to real estat 
Barker in addition to his private prac- Home of New York group, has been is taking over the 
tice has aided the New York Insurance elected vice-president of the agency. He ertson & Ellis, Inc 


a agents WIC glad lo see 








WHAT THE AGENTS SAID 


ABOUT ONE VISIT 


«« ___...was exactly what I needed.” 

“We think this is a splendid thing to use__.......” 
“ simple but to the point.” 

« 


“We think this very valuable advice to any agent 


en. feel certain it will help.” 
«should be appreciated by all insurance agents.” 
“We think this is a mighty good system........ iy 


COMMERCE INSURANCE CO. 


NOTE 


‘Names and address-s of agents from whose let- 
tes we quote will be furnished upon request. 


OF GLENS FALLS, N. Y. 


ina somelbun 


will be of great assistance in keeping out of the red.” 
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will continue to direct Chicazo 

legislation. branch offic Before voing to Chicaxo 
Co. four years ago Mr. Simpson was in the 

New’ York head office of the genera 

agency and prior to head un 

derwriter for W. B. Brandt & Co. i 
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Local Board Committee Working 
On Model Constitution for Boards 


The local board committee of the Na- 
tional Association of Insurance Agents 
recommended to the Louisville midyear 
meeting last week that the executive 
committee arrange the program for the 
annual convention at Grand Rapids in 
September so that the first day of the 
meeting can be set aside for group meet- 
ings and nothing else. Robert W. Trox- 
ell, chairman of the local board commit- 
tee, with respect to this recommenda- 
tion said: 

“These meetings have been very inter- 
esting to all who attend and the meet- 
ings are always well attended. The pres- 
ent plan of having a breakfast meeting 
starting at 8 a.m. and adjourning at 
10 a.m. does not give time to finish any 
part of the very interesting discussions 
which are brought up by the members 
in their group meetings and I believe 
you will find that in the past two or 
three years it has been the recommenda- 
tion of the chairman of all three groups 
that more time be given for these group 
meetings and discussions. 

“Your local board committee is great- 
ly interested in these group meetings as 
the subjects discussed generally at these 
meetings are conditions that generally 
apply strictly to a successful local board 
and are very instructive from a stand- 
point as to how through local boards in- 
surance on public property is distributed. 
Your local board committee is anxious to 
serve all members of the association and 
will welcome inquiries on various prob- 
lems which may affect the local boards.” 


Local Board Constitution 


Another important feature of the local 
board committee report concerned itself 
with the working out of a model consti- 
tution and by-laws for new local boards 


to follow. On this subject Mr. Troxell 
said: 

“With this recommendation your pres- 
ent committee feels it its duty to pre- 
pare a draft of this model constitution 
following the present constitution as is 
suggested by the National Association 
but incorporating therein the suggestions 
as made by Mr. Priest’s committee. Your 
present committee therefore has formu- 
lated plans for working out this model 
constitution and will have it ready to 
submit for the consideration of the ex- 
ecutive committee and the membership at 
the next annual meeting. 

“This model constitution will be pre- 
pared in two forms, one adapted to the 
needs of agents in towns of less than 
25,000 and the other as it would apply 
to local boards in towns of over 25,000. 
Your committee believes that all local 
boards should be coextensive wherever 
possible. 

“We also feel that every town with a 
population of over 5,000 people should 
have either a local board or a county 
board and recommend that the officers of 
each state association be requested to 
appoint in their state a local board com- 
mittee, the duty of this committee being 
to co-operate with the local board com- 
mittee of the National Association, to 
assist in organizing new local boards in 
their respective states and to see that all 
local boards function properly, hold regu- 
lar meetings at least once a month with 
a set program along insurance lines to 
keep up the interest of the members of 
the board.” 


KING TO OPEN BUILDING 
The new building of the Chartered In- 
surance Institute, London, will be opened 
by King George on June 28 at noon. The 
Queen will accompany him. 





Penna. Agents Fight 
Agency of Auto Ass’n 


Members of the Pennsylvania Asso- 
ciation of Insurance Agents are on the 
alert against an alleged movement to ob- 
tain the insurance of automobile and ac- 
cessory dealers and garages, covering all 
Pennsylvania. If this movement is suc- 
cessful the agents fear they may lose 
not only the insurance mentioned but 
also protection of cars sold the public. 
The Pennsylvania Automotive Associa- 
tion, a trade organization of automobile 
and accessory dealers and garagemen, 
has announced the formation of a com- 
plete insurance agency to be operated as 
the Pennsylvania Automotive Agency. 
The principal office is in Harrisburg with 
branches in Philadelphia and Pittsburgh. 

The purpose of this agency is to pro- 
vide fire, theft, garage liability, plate 
glass, workmen’s compensation and other 
lines of insurance at a net cost lower 
than that generally charged by the old 
line stock insurers. The companies han- 
dling this insurance are the Millers Mu- 
tual Fire of Harrisburg, Pa.; National 
Retailers Mutual Fire of Chicago and 
the American Motorists of Chicago. The 
Pennsylvania Association of Insurance 
Agents filed a complaint with the Penn- 
sylvania Insurance Department and asked 
that a license be refused. The agents’ 
organization was supported at a hearing 
on the complaint by the Insurance Fed- 
eration and the Casualty Underyriters 
Association of Philadelphia. 





SWEDISH ASS’N 60 YEARS OLD 

The Swedish Tariff Association of fire 
insurance companies celebrated in 1933 
its sixtieth anniversary, which was fea- 
tured by a pamphlet of sixty pages with 
many illustrations. The booklet describes 
the rise of the association and the vari- 
ous fields in which it is active. Of spe- 
cial interest are the chapters setting forth 
the co-operation between the Tariff 
Union and the various leading Swedish 
industries. 


AMERICAN COLONY MERGER 





Formation of New Company Completed. 
Controlled by Interstate 
Equities Corp. 

Merger of the American Colony 
American Merchant Marine and the (p. 
lonial States Fire into a new compan 
called the American Colony Insurang, 
Co. was completed last week. The ne 
company is controlled by the Interstat, 
Equities Corporation, a subsidiary of th 
I:quity Corporation, which controls the 
General American Life of St. Louis, }; 
is not known yet whether the new com. 
pany will engage actively in fire insur. 
ance. 

The terms of the merger provide that 
the capitalization of the new company 
shall be 40,000 shares of $5 par value 
Each share ‘of stock of the old American 
Colony is made equivalent to .3821 share 
of stock of the new American Colony 
stock and each share of Colonial States 
Fire stock is made equivalent to .18]5 
share of the new American Colony stock, 

The old American Colony owned all 
the stock of the American Merchants 
Marine. Thus, 71.64% of the stock of 
the new company is to be in the hands 
of holders of stock of the old American 
Colony and 28.36% in the hands of Co. 
lonial State Fire stockholders. One re- 
sult of this merger will be that the Inter- 
state Equities Corporation will own ap- 
proximately 75% of the capital stock of 
the new company. As of December 3], 
1933, the three fire companies involved 
in the merger had combined net assets 
of $1,177,218. The American Merchant 
Marine will be remembered as one’ of 
the insurance companies which did a 
considerable volume of business during 
the days of the World War when Amer- 
ican marine premiums rose to tremen- 
dous heights. Afterwards it shared the 
fate of many companies which encoun- 
tered difficulties in meeting competition 
when the available premium volume fell 
eff drastically. 











*Bonds: Government 


Railroad 
Public Utility 


*Stocks ... 
Cash in Banks and Office 


due) 


Accrued interest on bonds 


UNITED STATES BRANCH: 


State, County and Municipal. 


Industrial and Miscellaneous. | 


Premiums in course of collection (not over 90 days 


Due from other companies on paid losses 
Due from other companies for expenses paid. . 


eecseeseanve 


December 31st, 1933, Annual Statement 


Pearl Assurance Company, Limited 


of London, England 


80 John Street, New York, N. Y. 


United States Manager: Charles S. Conklin 


$ 712,605.90 
851,967.96 
1,573,148.98 
1,074,266.16 
1,313,279.05 
544,387.50 
654,909.17 


806,072.51 
86,819.33 
75.00 
78,427.61 


peucboas nenneas $7,695,959.17 





LIABILITIES 


Premium Reserve 
Losses in process of adjustment. . . 
Reserve for Taxes, Expenses, etc. 
+Contingency Reserve 
Statutory Deposit 


Surplus 


Policyholders’ Surplus 


*Valuation on basis approved by National Convention of Insurance Commissioners. 


Representing difference between value carried in Assets and actual December 31, 
1933, market quotations on all bonds and stocks owned. 


United States Trustee: Bankers Trust Company, New York, N. Y. 


gieu pagees! $3,922,699.98 
Par eener: 527,264.00 
chintncnusheeee 393,460.27 
a paaeaea ite 404,716.80 
-$ 200,000.00 
_. 2,247,818.12 


RALLY See Se ee ey ee ee oe ee 


errr eT 2,447,818.12 
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MARINE & AUTOMOBILE 





Complete Text of Hague Rules 
Bill Now Before U. S. Congress 


Marine Underwriters Feel That Support For Measure Govern- 
ing Bills of Lading Provisions Will Ensure 


Passage 


A week ago The Eastern Underwriter 
described the present activities on be- 
half of the Hague Rules in this country 
and abroad. There is now before Con- 
oress the measure introduced in the Sen- 
ate by Senator White, called “a bill re- 
lating to the carriage of goods by sea,” 
which incorporates the provisions of the 
Hague Rules. This bill will probably 
not be passed by Congress before ad- 
journment late this month or early in 
Mav but strong hopes are entertained 
that the Hague Rules will be adopted by 
the United States before May, 1935. In 
order that marine underwriters and 
others supporting this bill to govern the 
tights and responsibilities of carriers and 
shippers may know its provisions in full, 
the complete text of the Hague Rules 
bill as now before the Senate Committce 
on Commerce, is published herewith: 

A BILL 
Relating to the carriage of goods by sea. 

Be it enacted by the Senate and House of 
Representatives of the United States of 
America in Congress assembled, That every bill 
of lading or similar document of title which 
is evidence of a contract for the carriage of 
goods by sea to or from ports of the United 
States, in shall effect sub- 
ject to the provisions of this Act. 


foreign trade, have 


Title I 
Section 1. When used in this Act— 
(a) The term “carrier” includes the owner 


or the charterer who enters into a contract of 
carriage with a shipper. 

(b) The term “contract of carriage” applies 
only to contracts of carriage covered by a bill 
of lading or any similar document of title, inso- 
far as such document relates to the carriage of 
goods by sea, including any bill of lading or 
any similar document as aforesaid issued under 
or pursuant to a charter party from the mo- 
ment at which such bill of lading or similar doc- 
ument of title regulates the relations between a 
carrier and a holder of the same. 

(c) The term “goods” includes goods, wares, 
merchandise, and articles of every kind what- 
soever, except live animals and cargo which by 
the contract of carriage is stated as being car- 
tied on deck and is so carried. 

(d) The term “ship” means any vessel used 
for the carriage of goods by sea. 

(e) The term “carriage of goods” covers the 
period from the time when the goods are loaded 
on to the time when they are discharged from 
the ship. 

Risks 

Src. 2. Subject to the provisions of section 6, 
under every contract of carriage of goods by 
sea, the carrier in relation to the loading, han- 
dling, stowage, carriage, custody, care, and dis 
charge of such goods, shall be subject to the 
responsibilities and liabilities and entitled to the 
rights and immunities hereinafter set forth. 


Responsibilities and Liabilities 

Sec. 3. (1) The carrier shall be bound, be- 
fore and at the beginning of the voyage, to ex- 
ercise due diligence to— 

(a) Make the ship seaworthy; 

(b) Properly man, equip, and supply the ship; 

(c) Make the holds, refrigerating and cool- 
ing chambers, and all other parts of the ship 
in which goods are carried, fit and safe for 
their reception, carriage, and preservation. 

(2) The carrier shall properly and carefully 
load, handle, stow, carry, keep, care for, and 
discharge the goods carried. 

(3) After receiving the goods into his charge 
the carrier, or the master or agent of the car- 
tier, shall, on demand of the shipper, issue to 
the shipper a bill of lading showing among other 
things— 

(a) The leading marks necessary for identifi- 


by 1935 


cation of the goods as the same are furnished 
in writing by the shipper before the loading of 
such goods starts, provided such marks are 
stamped or otherwise shown clearly upon the 
goods if uncovered, or on the cases or cover- 
ings in which such goods are contained, in such 
a manner as should ordinarily remain legible 
until the end of the voyage. 

(b) Either the number of packages or pieces, 
or the quantity or weight, as the case may be, 
as furnished in writing by the shipper. 

(c) The apparent order and condition of the 
goods: Provided, That no carrier, master, or 
agent of the carrier, shall be bound to state 
or show in the bill of lading any marks, num- 
ber, quantity, or weight which he has reason- 
able ground for suspecting not accurately to rep- 
resent the goods actually received, or which he 
has had no reasonable means of checking. 

(4) Such a bill of lading shall be prima facie 
evidence of the receipt by the carrier of the 
goods as therein described in accordance with 
paragraphs (3) (a), (b), and (c), of this section. 


Shipper’s Duties 

(5) The shipper shall be deemed to have 
guaranteed to the carrier the accuracy at the 
time of shipment of the marks, number, quan- 
tity, and weight, as furnished by him; and the 
shipper shall indemnify the carrier against all 
less, damages, and expenses arising or result- 
ing from inaccuracies in such particulars. The 
right of the carrier to such indemnity shall in 
no way limit his responsibility and liability under 
the contract of carriage to any person other 
than the shipper. 

(6) Unless notice of loss or damage and the 
general nature of such loss or damage be given 
in writing to the carrier or his agent at the 
port of discharge before or at the time of the 
removal of the goods into the custody of the 
person entitled to delivery thereof under the 
contract of carriage, such removal shall be prima 
facie evidence of the delivery by the carrier 
of the goods as described in the bill of lading. 

The notice in writing need not be given if 
the state of the goods has at the time of their 
receipt been the subject of joint survey or in- 
spection. 

In any event the carrier and the ship shall 
be discharged from all liability in respect of 
loss or damage unless suit is brought within 
one year after delivery of the goods or the 
date when the goods should have been delivered. 

In the case of any actual or apprehended loss 
or damage the carrier and the receiver shall give 
all reasonable facilities to each other for inspect- 
ing and tallying the goods. 

(7) After the goods are loaded the bill of 
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Branch Offices and General Agents: 


lading to be issued by the carrier, master, or 
agent of the carrier to the shipper shall, if 
the shipper so demands, be a “‘shipped’’ bill of 
lading: Provided, That if the shipper shall have 
previously taken up any document of title to 
such goods, he shall surrender the same as 
against the issue of the “shipped” bill of lad- 
ing, but at the option of the carrier such docu- 
ment of title may be noted at the port of ship- 
ment by the carrier, master, or agent with the 
name or names of the ship or ships upon which 
the goods have been shipped and the date or 
dates of shipment, and when so noted the same 
shall for the purpose of this paragraph be 
deemed to constitute a “shipped” bill of lading. 

(8) Any clause, covenant, or agreement in a 
contract of carriage relieving the carrier or the 
from liability for loss or damage to or 
in connection with the goods, arising from negli- 
gence, fault, or failure in the duties and obliga- 
tions provided in this section, or lessening such 
liability otherwise than as provided in this Act, 
shall be null and void and of no effect. A bene- 
fit of favor of the carrier, or 
similar clause, shall be deemed to be a clause 
relieving the carrier from liability, 


ship 


insurance in 


Rights and Immunities 

Sec. 4. (1) Neither the carrier nor the ship 
shall be liable for loss or damage arising or 
resulting from unseaworthiness unless caused by 
want of due diligence on the part of the car- 
rier to make the ship seaworthy, and to se- 
cure that the ship is properly manned, equipped, 
and supplied, and to make the holds, refrigerat- 
ing and cool chambers, and all other parts of 
the ship in which goods are carried fit 
safe for their reception, carriage, and preserva- 
in accordance with the provisions of para- 
graph (1) of section 3. Whenever loss or dam- 
age has resulted from unseaworthiness, the bur- 
den of proving the exercise of due diligence 
shall be on the carrier or other persons claim- 
ing exemption under this section. 

(2) Neither the carrier nor the ship shall 
be responsible for loss or damage arising or 
resulting from— 

(a) Act, neglect, or default of the master, 
mariner, pilot, or the servants of the carrier 
in the navigation or in the management of the 
ship; 

(b) Fire, unless caused by the actual 
or privity of the carrier; 

(c) Perils, dangers, and accidents of the sea 
or other navigable waters; 

(d) Act of God; 

(e) Act of war; 

(f) Act of public enemies; 

(g) Arrest or restraint of princes, rulers, or 
people, or seizure under legal process; 

(h) Quarantine restrictions; 

(i) Act or omission of the shipper or owner 
of the goods, his agent or representative; 

(j) Strikes or lockouts or stoppage or re- 
strain of labor from whatever cause, whether 
partial or general; 

(k) Riots and civil commotions; 

(1) Saving or attempting to save life or prop- 
erty at sea; 

(m) Wastage in bulk or weight or any other 
loss or damage arising from inherent defect, 
quality, or vice of the goods; 

(n) Insufficiency of packing; 

(0) Insufficiency or inadequacy of marks; 

(p) Latent defects not discoverable by due 
diligence; and 

(q) Any other cause arising without the 
actual fault or privity of the carrier and with- 
out the fault or neglect of the agents or serv- 
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ants of the carrier, but the burden of proof 
shall be on the person claiming the benefit of 
this exception to show that neither the actual 
fault or privity of the carrier nor the fault or 
neglect of the agents or servants of the carrier 
contributed to the loss or damage. 

(3) The shipper shall not be responsible for 
loss or damage sustained by the carrier or the 
ship arising or resulting from any cause with- 
out the act, fault, or neglect of the shipper, his 
agents, or his servants. 


Deviations 

(4) Any deviation in saving or attempting 
to save life or property at sea, or any reason- 
able deviation shall not be deemed to be an 
infringement or breach of this Act or of the 
contract of carriage, and the carrier shall not be 
liable for any loss or damage resulting there- 
from: Provided, however, That if the deviation 
is for the purpose of securing or delivering 
cargo or passengers it shall, prima facie, be 
regarded as unreasonable. 

(5) Neither the carrier nor the ship shall in 
any event be or become liable for any loss or 
damage to or in connection with the transporta- 
tion of goods in an amount exceeding $500 per 
package, or in case of goods not shipped in 
packages, per customary freight unit, or the 
equivalent of that sum in other currency, unless 
the nature and value of such goods have been 
declared by the shipper before shipment and 
inserted in the bill of lading. This declara- 
tion, if embodied in the bill of lading, shall be 
prima facie evidence, but shall not be conclusive 
on the carrier. 

By agreement between the carrier, master, or 
agent of the carrier, and the shipper another 
maximum amount than that mentioned in this 
paragraph may he fixed: Provided, That such 
maximum shall not be less than the figure above 
named. In no event. shall the carrier be lia- 
ble for more than the amount of damage actu- 
ally sustained. 

Neither the carrier nor the ship shall be re- 
sponsible in any event for loss or damage to 
or in connection with the transportation of the 
goods if the nature or value thereof has been 
knowingly and fraudulently misstated by the 
shipper in the bill of lading. 

(6) Goods of an inflammable, explosive, or 
dangerous nature to the shipment whereof the 
carrier, master or agent of the carrier, has not 
consented with knowledge of their nature and 
character, may at any time before discharge be 
landed at any place or destroyed or rendered 
innocuous by the carrier without compensation, 
and the shipper of such goods shall be liable 
for all damages and expenses directly or indi- 
rectly arising out of or resulting from such 
shipment. If any such goods shipped with such 
knowledge and consent shall become a danger to 
the ship or cargo, they may in like manner be 
landed at any place, or destroyed or rendered 
innocuous by the carrier without liability on the 
part of the carrier except to general average, 
if any. 


Surrender of Rights and Immunities 
and Increase of Responsibilities 
and Liabilities 
Sec. 5. A carrier shall be at liberty to sur- 
render in whole or in part all or any of his 
rights and immunities or to increase any of his 
responsibilities and liabilities under this Act, pro- 
vided such surrender or increase shall be em- 
bodied in the bill of lading issued to the shipper. 
The provisions of this Act shall not be ap- 
plicable to charter parties; but if bills of lading 
are issued in the case of a ship under a charter 
party, they shall comply with the terms of this 
Act. Nothing in this Act shall be held to pre- 
vent the insertion in a bill of lading of any 

lawful provision regarding general average. 


Special Conditions 

Sec. 6. Notwithstanding the provisions of the 
preceding sections, a carrier, master or agent 
of the carrier, and a shipper shall, in regard 
to any particular goods be at liberty to enter 
into any agreement in any terms as to the re- 
sponsibility and liability of the carrier for such 
goods, and as to the rights and immunities of 
the carrier in respect of such goods, or his ob- 
ligation as to seaworthiness (so far as the stipu- 
lation regarding seaworthiness is not contrary 
to public policy), or the care or diligence of his 
servants or agents in regard to the loading. 
handling, stowage, carriage, custody, care, and 
discharge of the goods carried by sea: Provided, 
That in this case no bill of lading has been 
or shall be issued and that the terms agreed 
shall be embodied in a receipt which shall be 
a nonnegotiable document and shall be marked 
as such. 

Any have 


so entered into shal! 
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Mortgage Co. Situation 
Told to Gov. Lehman 


PREPARED FOR CIVIL ACTIONS 
Sup’t Van Schaick Hopeful of Substan- 


tial Real Estate Improvement; Frank 
on Trustee Appointments 


Plans of the State Insurance Depart- 
ment for future procedure in the reor- 
vanization of certificated mortgage issues 
and in bringing civil actions for improper 
acts in the sale of mortgages and cer- 
tificates and improper practices of titl 
and mortgage companies now in rehabil- 
described in a third 


itation are interim 
report submitted Tuesday to Governor 
Lehman by Superintendent George S 
Van Schaick. The report also discloses 


the results of a study of the relationship 
between the Bond & Mortgage Guaran- 
tee Co. and the Title Guarantee & Trust 
Company as a result of which Mr. Van 
Schaick has been advised by counsel that 
no representative action lies against the 


latter company but that individual cer- 
tificate holders appear to have causes 
of action. 

The first section of the report deals 
with the activities of the New York In- 


surance Department in connection with 
the management of the various mort- 
vages involved in the rehabilitation pro- 
ceedings and the future policy of the 
Insurance [Department with respect to 
reorganization of certificated issues. Su- 
perintendent Van Schaick pointed out 
that the Schackno Law, recently upheld 
by the Court of Appeals, had been en- 
acted in 1933 in anticipation of the man- 
agement and reorganization problems 
which have arisen 
Minority Interests Being Safeguarded 
Acting under the Schackno Act, Su- 
perintendent Van Schaick assumed the 
management of the certificated mort- 
vages and the properties underlying them 
in the case of cach company taken over 
for rehabilitation. During the past 
cight months he has collected and dis- 
bursed on behalf of certificate holders 


many millions of dollars. Reorganiza- 
tion proceedings instituted under the 
Schackno Act were designed to trans- 
form into an effective permanent plan 
the wishes of a two-thirds majority in 
amount in each issue with proper safe- 
guards to minority interests. 

Prior to the decision of the Court of 


\ppeals sustaining this law, the Insur- 


ance Department was actively sponsor- 
ing, for the most part at the request 
of certificate holders, hundreds of such 
proceedings. Since the Schackno Act 


has been upheld, the Insurance Depart- 
ment will resume its sponsorship of thes« 


proceedings, but will suggest to the court 
that final orders be held up pending ac- 
tion by the Legislature upon additional 
proposed legislation on this subject 
Superintendent Van Schaick pointed 
ut that plans have been prepared foi 
further legislation by Moreland Commis 
sion George W. Alger and his coun 
sel, Alfred A. Cook, and by others. Som 
f these plans involve the making of 
ans to certificate holders with funds 
partially supplied by the Reconstruction 
Finance Corporation. Mr. Van Schaick 
explained that it would be manifestly un 
fair t F through plans for reor- 
ganizations which might deprive certifi 
cate holders of the opportunity to take 
the fullest advantage of any new legis 
lation which might be passed 


Appointment of Trustees 


In commenti upon the appointment 
~ trustees in some instances by the 
State and Federal Courts to take over 
the functions of managing morteaves in 
individual certificate issues upon the ap- 
plication of certain certificate holders, 
Superintendent Van Schaick stated that 
such truste: ould be appointed in a 


$1,300,000 in Cash for 
Consolidated Indemnity 


R.F.C. LOAN ON PREFERRED STOCK 


Stockholders Subscribing $100,000 New 
Money; New York Dep’t Complet- 
ing Triennial Examination 


The news broke last Saturday that the 
R.F.C. directors had approved a loan of 
$1,200,000 on preferred stock of the Con- 
solidated Indemnity & Insurance Co., in 
stockholders of the 
company $100,000 new 
money, making $1,300,000 total subscrip- 


addition to which 


will subscribe 


tion to be paid in in cash. 

\. Bertram Samuels, president of the 
company, who negotiated the loan and 
who has been practically a commuter to 
and from Washington for some weeks 
past, aided R.F.C. officials this week to 
put the finishing touches on the loan 
deal. It is understood the preferred stock 
will be at 4%, the rate prescribed by 
the R.F.C. And it is assumed that the 
deal is in accordance with R.F.C. regu- 
lation requiring applicants for loans to 
show an earning capacity sufficient to 
pay preferred stock dividends at the rate 
of 5% for five years and 6% thereafter. 

\s soon as the triennial examination of 
the Consolidated Indemnity by the New 
York Insurance Department is completed 
the 1933 year-end financial statement 
will be made public, pointing to a 
strong cash position. There is still con- 
siderable assct money tied up in the 
closed Bank of U. S 

Born during the height of the boom 
years, the company has weathered all 
depression storms to date, taking its full 
share of difficulties. R.F.C. approval of 
its preferred stock loan is viewed as a 
tribute to the courageousness and fight- 
ing ability of President Samuels. 


HONOR FOR MISS NIESSING 

Miss Lore Niessing, secretary to Ed- 
ward C. Lunt, vice-president, Great 
\merican Indemnity, has been appointed 
by the Swimming League of America, 
Inc., as officer in charge of women’s ac- 
tivities for the current year. Miss 
Nicssing is an accomplished swimmer 
and fancy diver. 


Schackno Act proceeding if desired by 
two-thirds amount of the certificate 
holders and approved by the Court. The 
trustee appointments to date, however, 
have been made without regard to the 
provisions of the Schackno Law and the 
jurisdiction of either state or Federal 
Courts to appoint trustees in this fashion, 
according to the report, is not clear. Be- 
cause questions of jurisdiction and power 
as well as state policy are involved, all 
decisions appointing trustees have been 
appealed by Superintendent Van Schaick 
Suing Mortgage Co. Directors 

Superintendent Van Schaick informed 
the Governor that actions for waste and 
accounting had been commenced against 
the directors of the following companies: 
Bond & Mortgage Guarantee; Lawyers 
Title & Guaranty; Lawyers Westchester 
Mortgage & Title; New York Title & 
Mortgage; State Title & Mortgage, and 
Westchester Title & Trust. In the case 
of some of the directors, the liability 
sought to be established is predicated 
upon active participation by the individu- 
a! director in some improper transaction 
In other instances, this liability is based 
upon the responsibility of directors for 
the proper management of the company, 
notwithstanding lack of personal knowl 
edge of the improper acts. 

\mong other things, these actions seek 
recovery from the directors for the pay- 

(Continued on Page 37) 
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Aetna’s 1934 Auto Show 
Favorably Received 


SALES AID FOR CAR INSRANCE 


151 New Models of 31 Car Makers 
Grouped Together in 72-Page Book- 
let; Newspaper, Radio, Direct 
Mail Aid, Too 


Much field enthusiasm has greeted the 
\ctna’s 1934 latest 
business-getting aid to be prepared by 


Automobile Show, 
the publicity department of the Aetna 
\ ffiliated 
booklet approaching the sale of automo- 


Companies. It is a 72-page 
bile insurance from an entirely different 
and unusually effective angle in that it is 
a catalog of new car models, containing, 
in condensed form, specifications and il- 
lustrations of every American made 
automobile. Although it is not intended 
to replace individual car company cata- 
logs, it will aid a prospective car pur- 
chaser, it is felt, to narrow down the 
choice to three or four cars which come 
within his buying range. On display are 
151 new models put out by thirty-one 
American car makers, an impressive 
group, too. 

The insurance tie-up is the manner in 
which agents can co-operate with auto- 
mobile dealers in their communities, fos- 
tering reciprocal relations with them, 
thereby making it possible to get valu- 


able leads for automobile insurance on 
new cars bought. The return post card 
idea is used to good advantage in this 


connection. Then, by way of further 
helping the agent to get the Actna’s 1934 
\utomobile Show booklet into circulation 
while people are thinking about new cars, 
the Aectna’s publicity department has 
prepared the following means of invit- 


ing his community to “attend” his 
“show” 
Four Home Office Sales Helps 
I Newspaper advertisement—A mat or clec 


tro of a Newspaper advertisement announcing 


the “Show” with a coupon offering a copy of 


the 72-page booklet containing illustrations of all 


the new cars to every motorist who will clip it, 
fill in his name and address, and forward it 
to the agent. 

2. An announcement in the agent’s motion 
picture theater A short “trailer”? with full 
sound effects, “off stave’ voice, etc., has been 
prepared announcing Aetna’s Automobile Show 
and inviting motorists to write to the agent for 
a free copy. This trailer is to be attached to 
the new cartoon “talkies” on automobile insur 
ance in full color. Directly after it will come 
the agent’s name trailer, also in sound, Phis 
special “Automobile Show” trailer will be fur- 
nished without charge to any Aetna representa 
tive 

3 \ radio announcement. “A> special “clos 
me announcement’ inviting radio listeners to 
write in for a copy of this new booklet, and 
pomting out its interest to every motorist think 


ing oof purchasing a new car, has been pre 


pared for use in with the 15 


“The 


connection 


Aetna 


minute 


broadcasts, Music Revue.” Thir- 


NEW POLICY GETS PUBLICITY 


Sales Points of Bureau’s Office Building 
Burglary Cover Featured in Hofer’s 
Industrial News Review 


Industrial News Review, published by 
E. Hofer & Sons, Portland, Ore., which 
has a big mailing list throughout the 
country, features salient sales points of 
the new Office Building Burglary and 
Robbery Policy which is expected to be 
put on the market April 15 by member 
companies of the National Bureau of 
Casualty & Surety Underwriters. Sey- 
eral big non-bureau companies, includ- 
ing Employers’ Liability and Indemnity 
Insurance Co. of N. A., will also market 
a similar policy at that time. Here's 
what the E. Hofer & Sons news review 
says under the heading “Office Man ys 
the Burglar”: 

“Modern 
ant surroundings. 
ture, with real art 
be seen now-a-days in 
lawyers, architects, and professional men gen 
erally. These modern furnishings are worth 
money, and have therefore gained the sympa 
thetic interest of the burglar. 

“Office 


business is transacted amid _ pleas 
Imported rugs, period furni- 
work on the walls, are to 
the offices of doctors, 


men have always been able to pro- 
tect their possessions by insurance, but it re 
quired several different policies which meant 
tlley were compelled to pay the higher pre 
mium rates of merchants and others who had 
goods for sale. At last the office men of the 
country who do not deal in articles of com 
merce are to be protected from the burglar or 
hold-up man by an insurance policy which not 
alone safeguards their office equipment, such as 
typewriters, art objects and rugs, but also covers 
the money and securities which come to them 
in the course of business, according to announce 
ment by the National Bureau of Casualty & 
Surety Underwriters. 

“They are protected from ‘kidnaping,’ where 
the victim is taken back to the office and com 
pelled to open the safe; from hold-ups of em 
ployes either in the office or in the street; from 


safe burglary; from burglary into the prem 
ises; and at last for damage to their property 
resulting from a robbery or burglary, except 
by fire. 


“The rates vary in the four burglary rating 
territories of the United States.” 


T. J. FALVEY BACK 


Mass. Bonding Leader Visited Pacific 
Coast, Finding Improved Mental At- 
titude; Returned Via Panama Canal 
T. J. Falvey, president, Massachusetts 

Bonding, is back from more than a 

month’s trip to the Pacific Coast return- 

ing via the Panama Canal. Accompa- 
nied by Mrs. Falvey he paid visits to 

Massachusetts Bonding agencies — in 

strategic cities, finding business general- 


ly on the pick-up with a much better 
mental attitude existing. This was_ the 
longest field trip which President Fal- 
vey has taken in some years. It was 


thoroughly enjoyed. 


teen of these programs in the form of electrical 


transeriptions are available without charge. 


In addition to the 
and 


4. Announcement Letters. 
letter to 


offerme a 


policyholders 
Aetna’s 
Show” will be supplied. Another 
furnished for to the 
the community explaining the 
purpose of Aetna’s 1934 Automobile Show, and 


(Continued on Page 37) 
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selected prospects copy of 


*Automobik 
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On the Production “Firing Line” 








New Manual for Combination Residence 


Policy Put Out By Indemnity Co. of N. A. 


The Indemnity Insurance Co. of North 
America has prepared for agents’ use a 
new manual of rules and rates for its 
combination residence policy for use in 
all states except New York, lowa and 
Oregon. The manual’s chief feature is 
its rule governing three-year policics on 
which the premium is two and one-half 
times the sum of the annual premium 
for each type ot insurance the policy 
includes, with the exception of volun- 
tary compensation, when prepaid. It is 
explained by Horace B. Montgomery, 
assistant secretary of the company, that 
if the three-year premium is payable in 
instalments of 50% in advance, 30% on 
the first anniversary and 20% on the sec- 
ond anniversary, the three-year premium 
(as figured above) is increased 5%. No 
reduction is allowed for the voluntary 
compensation premium if the policy pe- 
riod is three years. 

Procedure Used in Fire Insurance 
The simple method of charging two 
and one-half times the annual premium 
for three-year policies is already in use 
throughout the fire insurance field, Mr. 
Montgomery points out. It is also used 
for the majority of liability lines. “Three- 
vear burglary premiums, however, have 
been figured by multiplying the annual 
premium by three, taking a discount of 
10% from the result, and a further dis- 
count of 5% from the premium when 
the three-year premium is prepaid,” he 
explains. “Three-year premiums for 
golfer’s liability insurance have been 
figured by multiplying the annual pre- 
mium by two and one-third. When the 
agent finds it necessary to compute the 
three-year premium for each class of 
insurance included in the combination 
residence policy separately, and then 
add the results, it increases his work 
and to that extent discourages his in- 
terest in the policy.” 

Would Leave Coverage Selection to 

Prospect 

Most combination residence policies 
are so constructed that the assured can 
see at a glance the types of personal in- 


U. S. Supreme Court Ruling 
In Double Indemnity Clause 


The United States Supreme Court, 
Justice Stone sitting, on Monday held 
that a person standing on the train 
platform steps is a passenger within the 
meaning of the double indemnity clause 
of an accident policy. This case was 
Alice Aschenbacher vs. United States 
F. & G., which had paid single indemnity 
but contested liability under the double 
indemnity clause of the policy. 


E. P. O'HANLON RESIGNS 
O'Hanlon, vice-president, 
3ureau, Inc., who has 
been with the organization since 1922, 
has resigned. His future plans are yet 
not ready for announcement. 

Well liked by the fraternity, Mr. 
O'Hanlon has been a contact maker and 
good will builder for Hooper-Holmes. 
He was with the Globe Indemnity among 
other insurance affiliations prior to 1922. 


Edward P. 
Hooper-Holmes 


HEAR H. B. JOHNSON 

The Surety Underwriters Association 
of New Jersey held its monthly luncheon 
meeting on Tuesday at the Newark Ath- 
letic Club with H. B. Johnson, vice-presi 
dent, National Surety Corp., in charge 
of forgery bond operations, as the guest 
speaker. Also discussed were plans for 
the forthcoming annual golf tournament 
and outing in June. 


surance he does not now carry, thus di- 
rectly encouraging the sale of new forms 
of personal insurance. Some companies 
require certain basic coverages, but Mr. 
Montgomery believes that if the insur- 
ance business is to attack its sales prob- 
lcm in the same manner as the average 
merchant, it must offer to provide the 
protection which the insuring public 
wishes to buy rather than only what it 
thinks it should sell. Thus in a com- 
bination residence policy the prospect 
should be allowed to select the types 
of coverage which he desires. 

“This, of course, does not prevent the 
company from advocating other lines,” 
Mr. Montgomery says. He adds: “Many 
forms of combination policies have in 
the past failed to attain the expected 
results because the assured was required 
to purchase a blanket form of policy in 
amounts often totally unnecessary for 
some of the types of insurance included 
and because he is sometimes compelled 
to purchase certain forms of insurance 
which he neither desires or requires. 

“One of the chief features of the com- 
bination residence policy is the inclusion 
of insurance against loss or damage by 


water, chemicals, oil or refrigerating 
systems; and repairs to plumbing and 
heating systems. The rates for these 


features vary with different companies. 
Some companies require that water and 
explosion damage be written on a de- 
ductible basis. Some require that in- 
surance against repairs to the systems 
be included with insurance against 
water and explosion damage, and that a 
single premium be charged for both fea- 
tures. 

“There are undoubtedly advantages to 
this latter plan, particularly in view of 
the possibility of an assured misunder- 
standing his contract and believing that 
he has insured the repairs to the plumb- 
ing systems when he has insured against 
water damage. On the other hand, it 
militates against the argument used 
above that the assured should select his 
own coverages. 


AGENT QUOTA REVISION 


Fidelity-Surety Cost Conference Com- 
pleting Plans to Extend Program 
to All States 
Progress was reported by the Con- 
ference on Acquisition and Field Super- 
vision for Fidelity & Surety following its 
meeting this week on advancing its agent 
states. This 
New York, 


Michigan, 


quota program into new 


program, now operative in 
New 
\labama, 
and with revision approved in South Car- 
olina and Wisconsin, is to be extended 
to the remaining thirty-eight states in 
the Union. Another meeting of the Con- 
ference will be held to give final 
approval to the program details. 


Jersey, Pennsylvania, 


Florida, Georgia, Minnesota 


soon 


Globe Indemnity Originates 
Big Midtown Tunnel Bond 


After several weeks of uncertainty as 
to its originating company the midtown 
New York tunnel completion bond = in 
amount of $500,000 in excess form has 
been written by the Globe Indemmnity’s 
New York office. There are eleven co- 
sureties. This is one of the biggest bonds 
of the vear and covers the actual con- 
struction cost of $0,700,000 on the first 
contract for building of.one tube of the 
tunnel. 


F. P. Stanley Now With 
Consolidated Indemnity 


TO BE ELECTED V.-P. SHORTLY 


In Charge of Agency Operations Nation- 
wide; Travelers Trained, He Has Been 
Seventeen Years in Casualty Field 


IF. P. Stanley, who has been in cas- 
ualty company ranks for the past sev- 
enteen years, will shortly be elected vice- 
president of the Consolidated Indemnity 
& Insurance Co. with which company he 


has been connected for several wecks, 
The Eastern Underwriter learned this 
week from an authentic source. Mr. 


Stanley is in charge of agency operations 
country-wide 
since joining the organization has spent 


for the Consolidated, and 


most of his time in the field. 

A graduate of the Travelers training 
school course, Mr. Stanley had his first 
practical insurance experience in 1917 as 
a special agent for that company oper- 
ating out of Cleveland. Previously he 
had been the successful proprietor of a 
moving picture theater in Little Falls, 
N. Y., and in the retail haberdashery 
business. 

After his field apprenticeship he re- 
turned to the Travelers home office and 
handled the casualty end of the training 
school for a time, later being transferred 
to the agency department as an assist- 
ant. He then joined the Norwich Union 
Indemnity (1924) as superintendent of 
agents. Two years later he was advanced 
to vice-president in charge of production, 
resigning in August, 1927, to join the 
then newly formed Glens Falls Indem- 
nity as vice-president 

Returning to New York City late in 
1932, Mr. Stanley handled agency mat- 
ters for Lloyds Insurance Co. of Amer- 
ica. His forthcoming election to be Con- 
solidated Indemnity vice-president in 
charge of agents is felt to be justified 
by the good results accomplished sinc¢ 
he came with the company. 


Van Schaick 
(Continued from Page 36) 


ment of dividends which it is alleged 
were improper. 

Included as a defendant in the action against 
the directors of the New York Title & Mort 
Company are the president and directors 
tank of the Company. com 
y at one time owned substantially all of the 
stock of the New York Title & Mortgage Com 
pany. 

Similar actions are 
against the directors of the 
nies: First Mortgage Guaranty & Title; Hemp 
stead Bond & Mortgage Guaranty; Long Island 
Title Guarantee, and the National Mortgage 
Corp. 

The matter is still under consideration in the 
case of the following companies: Home Title 
Insurance Co., Lawyers Mortgage Co., Mortgage 
Guaranty & Title Co. of N. Y., Mortgage & Titl« 
Guaranty Co. of America, National Title Guar 
anty Co., Title & Mortgage Guarantee Co. of 
Buffalo, Title & Mortgage Guaranty Co. of Sul 
livan County and the Union Guarantee & Mort 
gage Co. 

Mr. Van Schaick stated that these 
he expedited with all of the speed which 
sistent both with their involved character and 


about to be commenced 
following compa 


actions will 


is con 


with a proper limitation upon the legal and 
accounting costs. Any recoveries will be held 
for the benefit of creditors of the respectiv« 


companies. 


Aetna Auto Show 


(Continued from 


attention to how the 


Page 30) 
calling agent is aiding in 
interesting the people in his community in the 
idea of buying a safe and dependable new car. 

The Aetna’s 1934 Automobile Show 
idea was created under the direction of 
Stanley F. Withe, publicity director, who 
points to the response already received 
from many sections of the country indi- 
cating that Actna agents are planning to 
stave their own shows, featuring the new 
booklet and using one or more of the 
above mentioned sales helps. In fact, the 
home office has already been swamped 
with requests for publicity co-operation 
in connection with the plan. 


Cal. Acquisition Cost _ 
Rules Win Approval 


WILL CORRECT FIELD ABUSES 


To Elect Arbitrator for Organization 
Purposes; Joy Lichtenstein Chair- 
man of Governing Committee 


New acquisition cost and agency rules 
for casualty business approved by th 
\cquisition & Field Su 


this 


Conference on 


pervision Cost Lines 


week 


to solve a problem of many years’ stand 


for Casualty 

for use in California are expected 

ing 
The 


company general agencies and or branch 


new rules provide that casualty 


offices are permitted in ten cities of 


more than 50,000 population but a com 
have such 


pany may 


only eight of the 


representation in 
ten specified localities 
and then only one general agency ot 
branch office, not both. Except in Los 
\ngeles each subscribing company may 
have two. These specified cities are Los 
(Angeles, Francisco, Oakland, San 
Diego, Long Beach, Glendale, Pasadena. 
Sacramento, Fresno and San Jos 


To Be An Arbitrator 


Under the new setup there is to be an 
aibitrator for organization purposes and 
any company having general agencies 
and or branch offices in locations out- 
side of the specified ten cities may ap- 


San 


ply for relief and retain one such office 
in northern California and one in south- 
ern California. The company having 
such representation in the outside dis- 
tricts must choose one in each section 
and pick up any others. 

Such relief general agencies continu 
until agency changes its present status 
and under the rules must have been op 


erating as such prior to November 1, 
1933. The organization arbitrator must 
decide this point and a company then 
has the right of appeal to the gover 
Ing committee On completion of or 


this manner a permanent 


ganization in ‘ 
arbitrator will be appointed te 


all conflicts with power to levy penaltic 
if such penalty is not already specified 
In constitution and rules 

The new conditions will be effect 
about July 1. According to Joy Licht 
stein, chairman of the governing c 
nuttee, all bureau and non-bureau «¢ 
panies doing a nation-wide business ex 
cept six have signed the conditions. It 
is expected that in a majority of thes 
cases existing conflicts will be ironed 
out The new arrangement also yp 
vides that where a fire company has no 


casualty running mate but 
bination policy with one of the 
company members such casualty cor 
pany must certify that the fire compar 


Issues a com 


casualt 


will abide by the constitution and rules 
Beha Pleased With Action 
The committee in charge of the m 


arrangements, known as the governing 
conmnittee of the California Casualty A« 
quisition Cost Conference consists of |: 
Lichtenstein, Hartford, chairman; Kk. \W 
Forsyth, Indemnity of North America, 
vice-chairman; W. LB. Sweet, Sweet & 
Crawford, managers Pacific .Jndemnity ; 
I. RK. Swezey, Globe Indemnity; Lb. G 
Wills, Fireman’s Fund Indemnity, and 
Fk. C. Porter, United States F. & G 
“California insurance men are to bi 
congratulated on their action,” James A 
eha, general manager, National Bureau 
of Casualty & Surety Underwriters, wh 
is also chairman of the acquisition cost 
conference, said this week, pointing out 
that the approved program for Califor 
nia is the result of \ 
work on the part of co 





tives there, and Rollo Fay, who has ac 
ed as deputy to the chairman of tl 
Conterence He add “It had th 
port of virtually all of the compa 
resentatives im Calitornia Its ad 


and enforcement will 
prove materially conditions heret 
existing in that state.” 


unquestionab 
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“The Great American Gamble” 


The 1934 version of the public's continued misuse of the streets and highways, explained in 56 
pages of pictures, facts and figures, cartoons and charts, and some plain talk straight from the shoul- 
der. (A worthy successor to ‘Worse Than War,’ published in 1931, ‘Tremendous Trifles,” 


1932, and “They Call Us Civilized,” 1933.) 


“The minute we get behind a steering wheel 
we seem to regard every man as our enemy,” 
says one of America’s well-known cartoonists 
and phrase-makers in this new study of what’s 
wrong with our driving manners. His sugges- 
tion to cut automobile accidents in this 
country down about 50 per cent is not a piece 
of tomfoolery, but common sense reduced to 
its simplest terms. 

As plain talk about an ugly duckling 
(automobile accidents), the booklet says:, 
“Because too many still seem to consider it a 
part of each and every person’s inalienable 
right to drive as he chooses, to walk wherever 
fancy leads, or to gamble with his own life and 
the lives of others as the stakes, this country 
goes on killing around 30,000 yearly and in- 
juring nearly a million more.” There’s some- 
thing to think about. 

It is not generally known that in the last 
ten years, 273,112 persons have been killed 


in automobile accidents in this country. But 


THE TRAVELERS 


HARTFORD » 


that’s the record, shameful as it is. Neither 
do many realize that at the death-dealing 
pace of the last four years, the casualty record 
of this present decade will be 315,000 killed 
and ten million injured. “We do things in a 
big way in America.” 

How good are ‘young drivers? In what age 
group have automobile fatalities increased the 
most? Are mechanically defective cars a 
serious menace to life and limb? Is it as safe 
to drive fast at night as during daytime? Are 
drivers with more than a year’s experience 
safer operators than those with less training? 
And what about speed—does the natural law 
of diminishing returns apply? 

Anyone who is concerned,—and who can 
fail to be?—about America’s record of high- 
way slaughter, and wishes to take part in the 
undertaking to stop it, may get a copy of 
the booklet setting forth the details of the 
1933 experience. As long as they last, copies 


are free. 


INSURANCE COMPANY 


CONNECTICUT 
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Godan Meet Mr. Soliean 


Luncheon Date in New York Brought Together Two Young 


Foreigners with Promising Careers Ahead 


of Them 


Two foreigners, both being 


eroomed for important posts with their 


young 


respective companies, were introduced to 
one another at luncheon not so long ago 

New York City shortly before they 
poth sailed for Europe and home. They 
were Robert Gerling, Jr., son of the pres- 
Konzern of Co- 
Henrik Falkman, 
Freja-Skandia 
Neither had 
trip to the 


ident of the Gerling 


loene, Germany, and 
manager for the 


Sweden. 


agency 
of Stockholm, 
other’s 
had some 
and were both 
insur- 


been aware of the 
States, although they 
of the same offices here 
keenly alert to all the 
ance ideas they could absorb. 

Robert Gerling, 
and athletic, impresses one that he is one 
leaders of Ger- 


visited 
American 
Jr., in his twenties, tall 


of the coming insurance 


many. Privately educated, he has a flair 
for the actuarial side of the business, al- 
both 


during the 


though he professed an interest in 
and financial sides 
Well balanced, his hobbies are 


skiing, dentistry and reading. 


agency 
luncheon. 

ice hockey, 
This winter he has 
in Switzerland. He has 


been enjoying the 
winter sports 
already made tentative plans for a return 
trip to the States later in the year. 
Determined Young Man 


The luncheon conversation flitted eas- 
ily from one subject to another. Young 
Gerling, it was noted, had the ability to 
sidestep subjects which might possibly 
lead to a controversial a Eg Chan- 
cellor Adolph Hitler and his } Nazi lead- 
ership in Germany were referred to brief- 
ly, with only the high spots of the pres- 
ent regime being discussed. It was wise 
to handle the conversation in this fash- 
ion as Mr. Gerling is a young man of 
determination who only expresses an 
opinion after giving considerable thought. 
And no amount of coaxing can make him 


talk on that which he has decided not 
to discuss. 

It was interesting to watch the care 
with which he ordered his lunch. No 


fancy New York dishes for him. He or- 
dered stew with plenty of vegetables, let- 
tuce with carefully stirred French dress- 
ing, baked apple and tea. Unlike most 
of us here in high pressure New York 
he took his time at eating. The lunch- 
eon seemed all the more satisfying, too, 
because there was no hurry. Young Ger- 
ling speaks English with hardly an ac- 
cent. 

He is also taking his time in prepar- 
ing himself for a brilliant career. His 
father’s prominence extends throughout 
Germany, being at the helm of a com- 
bine which includes thirty companies. 


Profitable For Stockholders 


The history of the Gerling Konzern, 
Whose operations are highly profitable for 
the stockholders, is interesting and in- 
structive. Practically all the companies 
making up the group are located in 
Western Germany, the Rhineland, West- 
falia, the Ruhrland, Palatinate, and also 
in Saxony and other parts with devel- 
oped industrial interests. It is a success- 
tul attempt to interest the controlling 
factors in large scale industrial enter- 
prise in the insurance they have to place 
by having them participate in the profits 
arising from such insurance transactions. 

The industrial enterprises profit by in- 
vesting in the shares of the Konzern com- 
panies, which pay regularly from 10 to 
12% dividend, while the persons control- 
ling these industries can profit in a two- 
told manner: by buying shares in Kon- 
zern companies and by serving on tHe 
board of directors of the Konzern com- 


locally. To such 
directors substantial bonuses are paid 
annually. The result is a mutuality of 
all large scale enterprises as far as their 
insurance is concerned, which assures the 

Gerling Konzern a steady flow of pre- 
miums at a low acquisition cost and with 
low administrative cost. 

The Gerling Konzern does not cede 
any insurance whatever to outside com- 
panies. While this method may result 
in a lack of spread of risk it has the ad- 
vantage that all reserves remain within 
the Konzern. These reserves enable the 
Konzern to pay even such large losses 
as the recent explosion loss of 3,000,000 
marks ($100,000) in the Saarland which 
was met promptly. During recent years 
the loss ratio has been favorable and 
large profits have accumulated. 


pany nearest to them 


The Konzern’s Business in 1932 


During 1932 business fell off but profits 
again increased; the loss ratio was sat- 
isfactory, capital investments brought 
large returns and capital losses were neg- 
ligible. While a few years ago the bulk 
of the capital of the Konzern was in 
the hands of outsiders, mostly friendly 
industrial enterprises, large amounts of 
this outside capital have since been ac- 
quired by the Konzern, although even 
now it does not hold the majority of all 
shares. 

The Konzern’s reinsurance companies 
own large blocks of its member compan- 
ies’ shares, and the shares of these rein- 
surance companies are again found in the 
investment portfolios of the Konzern 
companies. 

Young Mr. Gerling’s father, founder 
of the Konzern, himself owns large 
blocks of the shares of the various Kon- 
zern companies. 

Most of the directorates show the 
names of the leading industrialists of the 
respective sections and those of the lead- 
ing Konzern companies are almost a 
“Who is Who” of large scale industry 
and banking and show names of world- 
wide reputation, such as Krupp-Essen, 
Stinnes, I. G. Farben, Zeiss-Jena. 


The Dashing Young Mr. Falkman 


Unlike young Mr. Gerling, his friend, 
Henrik Falkman of Stockholm, was pep- 
py and very much the salesman type. 
His activity with the Freja-Skandia 
consists largely of making agency field 
trips and giving sales talks in addition 
to editing the company house organ. 
Quick to catch on to the American way 
of doing things he had acquired and was 
using some slang words. He stopped at 
International House on Riverside Drive 
while Mr. Gerling made his headquar- 
ters at the Waldorf-Astoria. 

Both young men were favorably re- 
ceived by American insurance men, who 
appreciated their alertness even in high- 
ly technical matters. Both of them, for 
example, were put at home in the National 
Bureau of Casualty & Surety Underwrit- 
ers headquarters, meeting all officials 
there from General Manager James A. 
Beha down the line. His American itin- 


erary included the Travelers and Aetna 
Casualty & Surety in Hartford; impor- 
tant New York companies in the life, 
fire and casualty fields; Philadelphia 
home offices such as the General Acci- 
dent. Mr. Falkman spent some time also 
in the Royal-Liverpool 150 William 


Street headquarters. 





TO SHOW NO FAVORITISM 

Following the registering of many 
complaints by bonding companies doing 
business in Indiana, an order preventing 
the Indiana excise department from des- 
ignating a few favored bonding compa- 
nies to write bonds for beer, wine and 
liquor dealers has been issued by the 
Indiana insurance department. 





Recent Court Decisions 





Compiled by John Simpson 





Author, “The Law Relating to Automobile Insurance” 


No Contribution Between Surety on 
Auctioneer’s Bond and Surety 


on Statutory Bond 

The surety on an auctioneer’s bond 
furnished under agreement between the 
auctioneer and the owner of paintings 
to be sold was not a co-surety with a 
surety on the auctioneer’s statutory bond. 
Therefore the doctrine of contribution 
did not apply in an action by the first- 
named surety as assignee of the owner 
against the surety on the statutory bond, 
the Appellate Division held in Indemnity 
Insurance Co. of North America v. 
American Surety Co., 268 N. Y. S. 8. 

The paintings were sold but the auc- 
tioneer failed to turn over the proceeds 
to the owner. The Indemnity Co. paid 
the owner the amount of the proceeds 
and took an assignment of the owner’s 
claim against the auctioneer and the 
owner’s rights against the Surety Co. on 
the auctioneer’s statutory bond. The 
auctioneer subsequently paid the Indem- 
nity Co. as assignee of the owner part 
of the proceeds of the sale. 


The yar ee Ba Co. then sued the 


American Surety for the balance. In the 
City Court and Appellate Term it recov- 
ered only one-fafteenth on the theory 


that the two companies were co-sureties, 
and therefore the doctrine of contribu- 
tion applied. These judgments were re- 
versed by the Appellate Division and 
judgment for the full amount rendered. 
The two bonds, the court said, were not 
furnished for the same purpose; did not 
run to the same obligees; did not cover 
the same subject matter, and did not pur- 
port to guarantee against the identical 
acts of the principal. Furthermore, they 
did not impose upon the respective sure- 
ties a common liability. Defendant's 
bond was a statutory bond, the provi- 
sions and penalties of which are fixed by 
law. . 

* * * 


Surety Not Liable to Principal Debtor 
by Subrogation 


The Pennsylvania Superior Court holds, 
Commonwealth vy. American Surety, 170 
Atl. 305, that two county commissioners 
who paid the amount of a judgment sur- 
charging the accounts of three commis- 
sioners could not recover from the sure- 
ty on the third commissioner's bond one- 
third of the sum so paid. 

The right of subrogation, the court 
said, exists only against a principal debt- 
or. While the plaintiffs might have a 
right to enforce contributions from their 
fellow principal debtor, they had no legal 
right to maintain an action against the 
surety on the bond given by him to pro- 
tect the county. The right of subroga- 
tion does not arise in favor of parties 
primarily liable against a party secondar- 
ily liable. 

Judgment for the 
affirmed. 


surety company was 


* * * 


Bank’s Failure to Fulfill Promissory 
Agreement No Bar to Bond 


Recovery 

The failure of the First National Bank 
of Sandersville, Ga., to fulfill its promis- 
sory representations in applying for a 
fidelity bond covering its employes that 
an auditing committee would examine its 
vice-president’s accounts and that the 
committee would pass on the security of 
the bank’s loans, did not prevent recov- 
ery on the bond for the vice-president’s 
defalcations, the Fifth Circuit Court of 
Appeals holds, U. S. F. & G. Co. v. 
Howard, 67 F. (2d) 382, affirming judg- 
ment for the bank’s receiver by the Fed- 
eral District Court for middle Georgia. 

Failure to perform agreements of this 
kind, the court said, prevents recovery 
on bonds when it is so provided in terms. 
The question in every case is not wheth- 


er the representation claimed to be 
breached was promissory or of a past 
event, but whether, in express terms, the 


bond provides that breach of it shall de- 
feat recovery, or in its nature it is so 
related to the objects of the agreement 
that it operates to defeat recovery. Each 
suit upon a bond turns upon the condi- 
tions of that particular bond. 
* * * 
Company’s Right to Notice of 
Autopsy 

A provision in a life or accident insur- 
ance policy that the insurance company 
shall have the right to be present at an 
autopsy is proper as affording protection 
to the company against fraudulent claims 
as well as claims which, although made 
in good faith, are not valid, the Massa- 
chusetts Supreme Court holds, in Shee- 
han v. Commercial Travelers Mutual Ac- 
cident Association, 186 N. E. 627, an ac- 
tion on an accident policy. But the con- 
dition is not to be interpreted as requir- 
ing the impossible or the unreasonable. 

The burden of proof of compliance with 
the condition, excuse for noncompliance, 
or waiver of the defense based upon non- 
compliance is on the plaintiff in such 
an action. 

Where there was no evidence that the 
company had notice that an autopsy was 
to be performed, or any notice of the 
insured’s death until after the autopsy 
had been performed, the court held that 
the mere fact that no administrator or 
executor had been appointed was not 
enough to excuse compliance with the 
agreement on the ground that such com- 
pliance was impossible or an unreason- 
able requirement. 

* * * 


Ptomaine Poisoning an Accident 


Death from ptomaine poisoning result- 
ing from eating unsound fruit is a death 
caused solely by external, violent and 
accidental means within a sickness and 
accident policy, the Arkansas Supreme 
Court holds, in Washington Fidelity Na- 
tional Insurance Co. vy. Anderson, 63 S. 

(2d) 535. 

The policy classified as 
juries causing immediate, total and con- 
tinuous disability, or where there is a 
wound or contusion. The sentence be- 
ing separated by the disjunctive “or,” it 
was held that either of the two causes 
provided would bring the insured within 
the terms of the policy for accidental 
death. 


accidents in- 


* * * 


Death From Poison Unexplained 
Held Not an Accident 

The North Carolina Supreme Court 
holds, Mehaffy vy. Provident Life & Ac- 
cident, 172 S. E. 331, an action for the 
death of an insured under an accident 
policy, that where there is evidence of 
poison in insured’s stomach after his 
death but no evidence that it got there 
through accidental means, but rather that 
it was the natural and probable conse- 
quence of some ordinary act in which 
he voluntarily engaged, the death was 
not the result of “accidental means” un- 
der the policy. 

Insured had been drink’ng heavily for 
several days and died suddenly soon after 


drinking some buttermilk. 
* SS * 
No Compensation For Interstate 


Commerce Accident 

A railroad police sergeant, struck by a 
train when on his way to the adjoining 
track to inspect the cars on an interstate 
train shortly to arrive there, was en- 
gaged in interstate commerce. Thus an 
award could not be made for his injuries 
under the New York State Compensation 
Law, the Appellate Division holds, Cul- 
len v. Erie, 267 N. Y. S. 837. 
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The Compensation Problem 


By C. 


Fellows, 


President Associated Indemnity Corp. and Affiliated Companies 


\ strange paradox exists in workmen’s 


compensation insurance: employers pay 


too much, yet insurance companies re- 
little! 
complain that the cost of this 
is too high. At the 


companies are equally insistent that rates 


ceive too Employers constantly 
protection 
saine time insurance 
where 
pub- 


are too low, especially in states 


these rates are under the control of 
lic authorities. Let us examine the sub- 
frankly and endeavor to determine 
whether both complaints may not have 
justification, then try to find a 
remedy. 

Most employers 
workmen's compensation 
vast improvement over the old statutory 
and common law doctrines based on 
damages for negligence which caused 
such constant friction in employer and 
employe relations. Nevertheless many 
are convinced that the commissions and 
the courts have gone to such unwarrant- 
ced lengths in interpretative decisions as 
to extend compensation liability far be- 
yond the benefits originally contem- 
plated. 

Far Reaching Court Decision 

A far reaching California case (Postal 
Telegraph Cable Co. v. Cohen, Vol. 17, 
Calif. Ind. Acc. Com. Decisions, page 320) 
is only one example of this tendency. 
Its effect was a substantial addition to 
insurance cost for which no provision 
had been made in the rates. In that case 
the California Supreme Court held, in 
effect, that liability for medical, surgical, 
hospital and nursing service continues 
as long as the injured employe shall live 
and need such service, even though a life 
pension has also been awarded. Until 
that decision the law had been construed 
for many years as providing these med- 
ical and other services only during the 
time they were calculated to cure the 
patient or reduce the extent of perma- 
nent disability. 

In short, lability for treatment was 
formerly deemed to have ceased when 
the condition became stationary and per- 
manent, and it was presumed that the 
compensation benefit would then enable 
the injured to care for himself. Without 
discussing the justice of the decision it 
will be obvious that a substantial addi- 
tional liability not previously contemplat- 
ed was immediately placed on insuranc¢ 


ect 
SOLA 


now agree that the 
principle is a 


carriers and self-insurers without new 
legislative action. 
If we follow more closely for a mo- 


ment the complaint of the employer we 
find that amendments by the legislatures 
and the many unexpected decisions of a 
broadening character have resulted in 
rapidly mounting since enactment 
of the earlicr compensation laws. Also, 
varying benefits and consequent varying 
insurance different states have 
made competition difficult for employers 


rates 


costs in 


in “high cost” states with those more 
favorably situated in this respect. These 
employers naturally criticise the struc- 


They particularly 
expense in the 


ture of rate making. 
attack the loading for 
rates charged for a form of insurance 
~ y are legally required to carry—or ful- 
fill the rigid requirements for self-insur- 
ance—and point out that the selling cost 
does not involve the element of educa- 
tion of the buyer to the need for insur- 
ance, as in the case of life and other 
voluntary forms. 


Need Vigorous Approach to Broker 
When it is realized that stock insur- 
companies have actually lost a sum 
well above $150,000,000 in their attempts 
to underwrite this line within a period 
of seven years their complaint that rates 
have been too low can be appreciated. 
This is a staggering figure but the writer 
trouble 
corrected by 
approach. 

find an answer 


ance 


has long been convinced that the 
is fundamental and can be 
proper and vigorous 

In any 


real attempt to 


to the problem we must now inject a 
third element and consider the part 
played by the producer (agent or broker) 
who is also pA seer yar bitterly because 
so much of the business he has actually 
had or would otherwise enjoy has de- 
parted from his books to adopt self-in- 
surance or accept state, mutual or other 
participating insurance. Of course, most 
employers would rather deal with agents 
or brokers of their acquaintance than 
buy state insurance—with its constant 
menace toward the spread of government 
ownership—or mutual insurance, both of 
which forms are usually sold by salaried 
solicitors. 

The question is, how much more are 
they willing to pay? The fact that near- 
ly half the entire compensation business 
of California has gravitated to partici- 
pating carriers, much fewer in number 
than non-participating, certainly justifies 
a braver approach to acquisition cost 
loading than has yet been exhibited by 
either agents’ associations or company 
executives. 

The agents have resisted any reduction 
in commission and the companies deriv- 
ing their income from those same agents 
have approached the subject falteringly. 
Company executives have also been loath 
to admit there is anything wrong with 
the home office expense factor (meaning 
administrative expense as separated from 
actual service costs). Of these two ele- 
ments the acquisition loading is much 
the greater and has naturally drawn more 
criticism from employers—aided and 
abetted by participating insurance sales- 
men. 

It would appear inevitable that radical 
changes must be made if the American 
\gency System is to continue to play an 
important part in the writing of com- 
pensation insurance. Surely the rapid 
gravitation of the most desirable lines 
to participating carriers and self-insur- 
ance should arouse producers to the ne- 
cessity of some radical changes. Most 
of the difference between the net cost 
of participating and non-participating in- 
surance must be eliminated or more use 
must be made of available participating 
stock insurance by producers if the re- 
maining business is to be saved for 
agents from successful attack by state 
and mutual solicitors. 

Actuaries Favor Participating Plan 

Recent meetings between stock casual- 
ty company executives and representa- 
tives of the National Association of In- 
surance Agents in New York were de- 
voted to a discussion of this subject in an 
endeavor to find some common ground 
on which these interests could meet. At- 
tempts were made to devise a plan for 
rating which would stop the terrible drain 
on non-participating stock companies and 
justify their continuance in the field. 
While no detailed publicity has been 


viven the discussion it is generally un- 
derstood that a reductiom in commission 
scale, especially for the larger risks, was 
suggested and argued, also that admin- 
istrative costs of the companies came un- 
der the fire of the agency representa- 
tives of the companies. 


Several well-known actuaries who have 
been close students of the compensation 
underwriting trend for many years have 
frankly espoused the participating plan 
for all stock companies, though in some 
cases the description “retrospective ex- 
perience rating” is used instead of “par- 
ticipating”—really a distinction without 
a difference. 

It is believed that insurance commis- 
sioners will nsec quickly approve rates 
which are arly adequate if the em- 
ployer is seemed the return to him of 
all or most of any excess over the pre- 
miums required to meet the losses and 
truly necessary overhead. Heretofore 
these public officers have been subject 
to all sorts of political and mass pressure 
to prevent their approving rate in- 
creases. Incidentally, they have been un- 
der pressure from the agents to prevent 


arbitrary reductions in acquisition cost 
loading. 
It seems inevitable that no such im- 


passe can continue and that only a re- 
duction in acquisition cost and other 
overhead to more nearly match the over- 
head expense of participating carriers 
will be effectual. By far the heaviest 
single item in the rate make-up aside 
from pure claim cost is acquisition ex- 
pense ; and that means commissions prin- 
cipally. Claims must be adjusted, pay- 
rolls must be audited and risks must be 
physically inspected. Taxes are fixed by 
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law. There is little room for 
those items. 

The remaining expense is for admin. 
istration, which means salaries of com. 
pany executives and clerks, rent, es 
ery, postage, telephone, telegraph, ¢ 
Perhaps some economy can be alfecie 
there, but even if it were reduced by 50, 
it would not help materially toward cy. 
ing the present difficulty. The fact re. 
mains that producers and companies muy 
get together for a reduction in the oyer. 
head and some program to pass the say. 
ing on to employers or there will be n 
desirable business left for the non-par. 
ticipating companies and their agents 
The non- participating companies are a 
present carrying the greater part of the 
small and most undesirable risks where 
the service costs are high and entirely 
out of line with the averages. 

For Graded Basis 

This writer believes that any expense 
loading should be spread on the graded 
basis; that is, the loading for the larger 
risks should be less than for the smalj 
ones. We know that it costs more to 
inspect, audit and write policies for one 
hundred risks producing a premium of 
$50 each than it does for one risk with 
an annual premium of $5,000. Likewise. 
the agent can less expensively solicit the 
one risk than the one hundred. This 
theory follows the custom in practically 
all trade practices. A purchaser of goods 
by the package naturally pays more than 
one who purchases by the carload. A 
large purchaser of compensation insur- 
ance is entitled to the actual savings in 
service costs and this graded expense 
factor has been effectively used in the 
distribution of dividend refunds by sey- 
eral participating carriers in California. 


Saving in 


H. O. L. Bonds Could Be Used for 
Deposits Under Michigan Bill 


Substitution in required deposits of in- 
surance companies of the bonds of the 
Home Owners Loan Corporation or the 
Federal Home Loan Bank for other se- 
curities would be permitted under amend- 
ments to a bill now under consideration 
by the Michigan legislature. In_ its 
changed form the measure was approved 
by the lower house. The original bill, 
which applies not only to insurance com- 
panies but to other financial institutions 
and to the state and other governmental 
subdivisions, merely made legal invest- 
ment in these bonds. The amendment 
added the provision that they could be 
used for deposits where indicated by in- 
surance and trust companies. 

Two other bills of considerable interest 
to surety companies are under considera- 
tion following their introduction in the 
Michigan house by Rep. George C. Wat- 
son. One would reinstate the tax col- 
lection bond provisions for township 
treasurers, abandoned by the last legis- 
lature after great difficulty had been ex- 
perienced in obtaining this type of surety. 





non-prorating, 


will be treated in strict confidence. 





with over a million dollars premium income, issuing . 


. . » non-confining policies will soon appoint General Agents in: 


Connecticut New Jersey 
New York Pennsylvania 
Massachusetts 
Unusual compensation arrangement with personal assistance in developing 


giving experience, education, fraternal connections and nationality. 


GENERAL AGENT | 


Company specializing in Accident and Health Insurance for more than 30 years | 


. . non-cancellable, . . . 





agency. Write Box 1239, The Eastern Underwriter, 94 Fulton Street, New York, 


Inquiries 











Under the new bill township treasurers 
would be obliged to furnish bonds covy- 
ering the amount of county and state 
taxes on their rolls plus 10%. At’ present 
they are merely required to ‘turn over t 
the county treasurer collected taxes for 
these units whenever 25% of the entire 
roll has been collected. 
The other measure, 
killed by mutilation in the Senate, would 
permit the writing of official bonds ef- 
fective only as of the date of issuance 
and approval rather than for the tern 
of the official. 
Compulsory Auto Law Loans 

a prom- 
common 


similar to oné 


Legislators are also awaiting 
ised request of the Detroit 
council that Gov. William A. Comstock 
broaden this session’s scope by a specia 
message to permit enactment of a com- 
pulsory automobile insurance law. 

The Detroit council last week passed 
a resolution to petition the Governor t 
take such action and delegated Council- 
man William P. Bradley, who suggested 
the step, to draft the request. 

That the Governor will act on the De- 
troit suggestion, when presented, is con 
sidered but a remote possibility. Legis- 
lators have already bitterly criticized the 
executive for the amount of proposed 
legislation he has suggested and it ap- 
pears certain that dozens of his _ pel 
measures will not be acted upon. Pre: 
vious compulsory insurance — proposals 
have been received coldly. 





FIREMAN’S FUND DIVIDEND 

Directors of the Fireman’s Fund have 
declared the regular quarterly dividen 
of 75 cents a share, payable April 16t 
stockholders of record April 5. 


TO MEET AT BRETTON WOODS 

The New England Advisory Board has 
definitely decided on the Mount Wash 
ington Hotel at Bretton Woods, N. H 
for this year’s convention of the New 
England Associations of Insurance 
Agents. The meeting will be held 
Tuesday, Wednesday and Thursday 
July 10-12. 
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Insurance Men Active 
In Genesee Society 


j.§. PHILLIPS CHARTER MEMBER 
He and Superintendent Van Schaick 
Among Those Who Attended Bril- 
liant Annual Dinner Recently 
Honoring T. J. Watson 
A number of well known insurance 
men are on the membership list of the 
Society of the Genesee which recently 
held its thirty-fifth annual dinner at the 
Hotel Commodore, New York. Promi- 
nent among them are Jesse S. Phillips, 
chairman of the board, Great American 
Indemnity, whose brother-in-law, Wil- 





JESSE 5. PHILLIPS 


liam C. Cannon, partner in Davis, Polk, 
Wardwell, Gardiner & Reed, is Society 
president this year; George S. Van 
Schaick, New York Superintendent of 
Insurance; Frank E. Burke, vice-presi- 
dent, Home of New York; William H. 
Gallentine, assistant secretary, Globe In- 
demnity; Louis Lipsky, president, East- 
ern Life of New York; David Rumsey 
and James M. Lown, both insurance law- 
yers of note. Mr. Rumsey is a past- 
president of the Society. 

Both Mr. Phillips and Superintendent 
Van Schaick as charter members of the 
Society, which is composed of about one 
thousand one-time residents of the Gene- 
see Valley and western New York, are 
well acquainted with Louis Wiley, New 
York Times, who was the founder of the 
Society and one of its most active mem- 
bers at present. It was Mr. Wiley who 
planned the program for the brilliant 
Commodore affair, with Thos. J. Watson, 
president of the International Business 
Machines Corp., as honor guest, and at- 
tended by such international figures as 
Sir Arthur Balfour, London, who is vice- 
president of the International Chamber 
f Commerce; F. H. F. Van Vlissingen, 
Holland, president of the International 
Chamber of Commerce, and Owen J). 
Young, board chairman of the General 
Electric Co. 

Other members of the insurance co- 
terie from Genesee Valley include 
Frank E. Burke, Jr., Harry C. Hagerty, Metro 
politan Life; A. E. Tuck, Equitable Building, 
New York: M: W. Wynne, Mutual Life; Dr. F. 
J. Jack, Berkshire Life in Yonkers, N. Y.; Dr. 
Burkhart, New England Mutual medical exam 
iner; and the following who represent the Mu 
tual Benefit Life in Rochester: C. W. From 
hart. Dwight A. Goodrich, D. C. Griffith, A. J 
Smith, S. W. Starquist and J. M. Stefans. 


SYMPATHY FOR H. L. KIDDER 

Herbert L. Kidder, vice-president and 
secretary of the Norwich Union Indem 
rity is receiving the sympathy of Wil- 
liam Street in the death of his wife, Mrs 
Charity Leonard Kidder, at their home, 
9 Alden Place, Bronxville, N. Y., after 
a long illness. Mrs. Kidder was well 
known as a collector of antiques. 
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2,905,697 Claims Settled : 
4 
Loss-PAYING RECORD is the yardstick by 3 
which the service and the soundness of a cas- i 
ualty and surety company may best be meas- | fe 

fi ured. Since its beginning in 1896-—promptly, 
; fairly, without interruption in good times or . 
bad—the U. S. F. & G. has settled 2,905,697 
claims, aggregating more than $ 331,000,000. 1 

UNITED STATES FIDELITY AND GUARANTY COMPANY 

with which is affiliated 

F &G IFIWIRIE : 
f FIDELITY AND GUARANTY FIRE CORP. 1 
‘ Dependable and Progressive Stock Companies 4 
[ Home Offices: BALTIMORE, MD. 4 
\ J) J} 
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Harrisburg, May 24-25 


NOW PREPARING PROGRAM 
E. H. Schaeffer Serving as General Con- 
vention Chairman; Alvin D. Beyer 


President This Year 


The Pennsylvania Insurance Days, held 
annually under the auspices of the In- 
surance Federation of Pennsylvania, Inc., 


will be staged this vear in the Penn- 
Harris Hotel, Harrisburg, Pa., on May 
24-25. Earle H. Schaeffer, director and 


member of the executive committee of 
the Federation and manager for the Fi- 
delity Mutual Life in Harrisburg, is gen- 
eral chairman of the convention and is 
busy formulating the activities of his 
general convention committee, the per- 
sonn | of which will be ready shortly. 

President Alvin D. Beyer of the Fed- 
eration, in conjunction with General 
Chairman Schaeffer, Homer W. Teamer, 
s-eretary-manager of the Federation, and 
others of the execut've board, are pre- 
paring a program of events and speakers 
which promises to excel all programs of 
past years 

High Spots 

The convention as usual will open at 
luncheon on the first day, at which time 
speakers on germane subjects will be 
heard. The first evening will be fea- 
tured by an entertainment, details of 
which are now in process of arrange- 
ment and which will be of an entirely 
different character from that which the 
Federation has staged in the past 

Friday morning round table confer- 
ences for ordinary life, industrial life, in- 
dustrial health and accident, fire and cas- 
ualty, and other branches of insurance 
will be held. In the afternoon there will 
be a joint session in which all delegates 
to the convention will participate. Fri- 
day evening the convention will wind up 
with the usual banquet and dance. 


Commercial Casualty Became 


25 Years Old on April 2 
The twenty-fifth anniversary of the 
Commercial Casualty, one of the Loyalty 
Group, occurred on Monday, April 2 
Incorporated on that date in 1909, the 
ccempany, however, did not start to write 
business until February 25, 1910, accord- 
ing to the records of the New Jersey 
Insurance Department. 
INDIANA RECEIVERSHIP 
The Madison Insurance Co. of Jeffer- 
sonville, Ind., allegedly the beneficiary 
of “steering” in the office of Paul I. 
Fry, state excise director of Indiana, in 
connection with beer license bonds, is in 
the hands of a receiver. Harry E 
McClain, insurance commissioner, an- 
nounced the receivership when about 
$100,000 in mortgages deposited with the 
state were withdrawn. Clarence C-. 
Wysong, a former insurance commis- 
sioner and attorney for the company, 
said that there will be no default be 
cause of the bonds, which probably willi 
be underwritten by the Mid-West Insur- 
ance Company. 


CAPITAL CITY SURETY DIVIDEND 

Superintendent Van Schaick makes 
known that checks aggregating $166,- 
663, representing first dividend of 
$2.75 per share, are being mailed to 
stockholders of the Capital City Surety 
in liquidation \ll allowed claims of 
creditors filed with the liquidator in this 
proceeding, excluding claims of stock- 
holders, have been paid 100% together 
with accrued interest. One claim for 
$0,000 was suspended but a full reserve 


was set aside for it pending its final 
determination. Stockholders will meet 
soon 
REVOKES TWO LICENSES 
Superintendent of Insurance Van 


Schaick has revoked the licenses of 
Charles Wass, 55 W. 42nd Street, New 
York City, and of Alton E. Secor, 168 
Main Street, Ossining, N 
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Hague Rules Bill 


(Continued from Page 35) 
full legal effect: Provided, That this section shall 


not apply to ordinary commercial shipments 


made in the ordinary course of trade but only 


to other shipments where the character or con 


dition of the property to be carried or the cir 


cumstances, terms, and conditions under which 
the carriage is to be performed are such as 
reasonably to justify a special agreement. 

Sec. 7. Nothing contained in this Act shall 


prevent a carrier or a shipper from entering 


into any agreement, stipulation, condition, res 


ervation, or exemption as to the responsibility 


and liability of the carrier or the ship for the 


loss or damage to or in connection with the 


custody and care and handling of goods prior 


to the loading on and subsequent to the dis 


charge from the ship on which the goods are 
carried by sea. 
Sec. 8 The provisions of this Act shall not 


affect the rights and obligations of the carrier 


under the provisions of the Shipping Act, 1916, 
or under the provisions of sections 4281 to 4289, 
inclusive, of the Revised Statutes of the United 
States, or of any amendments thereto; or under 
the provisions of any other enactment for the 
time being in force relating to the limitation of 
the liability of the owners of seagoing vessels. 


Sec. 9. The monetary units mentioned in this 
Act are to be taken to be gold value. 
Title II 
Section 10. Nothing contained in this Act 


shall be construed as permitting a common car 


rier by water to discriminate between compet 


ing shippers similarly placed in time and cir 


cumstances, either (a) with respect to their right 


to demand and receive bills of lading 


subject 
to the provisions of this Act; or (b) when issu 
bills of 


render of any of the 


ing such lading, either in the sur 


carrier’s rights and im 
munities or in the increase of any of the car 


rier’s responsibilities and liabilities pursuant to 


section 5, title I, of this Act; or (c) in any 
other way prohibited by the Shipping Act, 1916, 
as amended. 

Sec. 11. Section 25 of the 


merce Act is 


Interstate Com 


hereby amended by adding the 
following 


thereof: 


proviso at the end of 
“Provided, That 
any bill of lading hereunder relates 


paragraph 4 
however, insofar as 


authorized 





to the carriage of goods by sea, such bill of 
lading shall be 
Carriage of Goods by Sea Act.” 

Sec. 12. Where 
trade the weight of any bulk cargo inserted in 
the bill of lading is a 
accepted by a_ third 
rier or the shipper, and the fact that the weight 
stated in the 


subject to the provisions of the 


under the customs of any 


weight ascertained or 


party other than the car 


is so ascertained or accepted is 


hill of 
in this Act, the bill of lading shall not be deemed 


lading, then, notwithstanding anything 


to be prima facie evidence against the car 


ricr of the 
inserted in the bill of lading, and the accuracy 
shall not be 


receipt of goods of the weight so 


thereof at the time of shipment 
deemed to have been guaranteed by 
Nothing in this Act 


part of the Act en 


the shipper. 
Sec, 13. shall be con 
strued as superseding any 
titled “An Act relating to navigation of vessels, 
bills of lading, and to certain obligations, duties, 
with the carriage of 
1893, or of 
which would be applicable in the 
Act, 


responsibilities, and liabilities of the 


and rights in connection 


property,’ approved February 13, 


any other law 


absence of this insofar as they relate to 


the duties, 


ship or carrier prior to the time when the 


yoods are loaded on or after the time they are 


discharged from the ship. 


Applies to All Contracts 


Sec. 14. This Act shall apply to all con 
tracts for carriage of goods by sea to or from 
ports of the United States in foreign trade. 
As used in this Act the term “United States” 


includes its island possessions and Alaska: Pro- 


vided, however, That the Philippine Legislature 


may by law exclude its application to transpor 
tation to or from ports of the Philippine Islands. 
The term “foreign trade’? means the transpor- 
tation of goods between the ports of the United 
States and ports of foreign countries. Nothing 
in this Act shall be held to apply to contracts 
for carriage of goods by sea between any port 
of the United 
any other port of the United States or its pos 
Provided, Phat any bill of 


similar document of title 


States or its possessions, and 


sessions: however, 
lading or which is 
evidence of a contract for the carriage of goods 
by sea between such ports, containing an ex 
shall be subject to the 
provisions of this Act, shall be subjected hereto 
as fully as if 


provisions of this 


press statement that it 
subject hereto by the express 
Act: Provided further, That 


every bill of lading or similar document of title 
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Safety Honor For Evanston 
Evanston, Ill., has been named win- 
| ner of ‘the second National Traffic 

Safety Contest sponsored in 1933 by 

the National Safety Council. More 
| than 300 American cities competed in 
this coast to coast highway safety 
| competition. A year ago Evanston 
tied for the grand prize with Pitts- 
burgh, but its steady improvement 
during 1933 left no choice to the 
judges but to name it sole winner in 
its second year of competition. Evans- 
ton scored 98.3 points out of a possi- 
ble perfect score of 110. During the 
year only five persons lost their lives 
through traffic accidents, a_ record 
made the more remarkable by the 
heavy traffic between Chicago and the 
north shore suburbs and the greatly 
augmented travel because of A Cen- 


tury of Progress. 


which is evidence of a contract for the car 
riage of goods by sea from ports of the United 
States, shall 


ment that it effect 


contain a. state. 
to the 


in foreign trade, 
shall 
provisions of this Act. 

Upon the certification of the United 


States Shipping Board and of the Secretary ot 


have subject 


Sec. 15. 
Commerce that the foreign commerce of the 
United that of 
foreign nations is prejudiced by the provisions, 
or any of them, of title I of this Act, the 
President of the United States may, from time 
to time, by any or all 
provisions of title I of this Act for such periods 


States in its competition with 


proclamation, suspend 
of time or indefinitely as may be designated in 
President may at any 
hereof, 


the proclamation. The 


time rescind such suspension of title [ 
and any provisions thereof which may have been 
suspended shall thereby be reinstated and again 
apply to contracts thereafter made for the car- 
riage of goods by sea. Any proclamation of 
suspension or rescission of any such suspension 
shall take effect on a date named therein, which 
date shall be not less than ten days from the 
issue of the proclamation, 

of goods by 


Any contract for the carriage 


" provisions of this Act, ef: 
title I 
or any part thereof, is suspended, shall be sub- 
ject to all hereafter 
applicable to that part of title I which may have 


sea, subject to the 


fective during any period when hereof, 


provisions of law now or 
thus heen suspended. 

Sec. 16. This Act shall take effect 
days after the date of its approval; but nothing 
in this Act shall apply during a period not to 
to any 


ninety 


exceed one year following its approval 
contract for the carriage of goods by sea, made 
before the date on which this Act is approved. 
similar document 


after such 


nor to any bill of lading or 
of title 
date of approval, in pursuance of any such con- 


issued, whether before or 
tract as aforesaid. 

Sec. 17. This Act may be cited as the ‘Car- 
riage of Goods by Sea Act.” 


25TH ANNIVERSARY MEETING 


International Claim Association Planning 
Program for September Gathering 
at White Sulphur 

Elaborate plans are being made by the 
International Claim Association this year 
to celebrate in fitting fashion its twenty- 
fifth anniversary at the annual conven- 
tion September 10 to 12 at the Grecn- 
bricr Hotel, White Sulphur Springs. 
President William A. Dennis, who 1s 
chicf claim adjuster of the Prudential of 
Newark, makes known that the affair 
will be an outstanding one. Details on 
the program will soon be forthcoming. 





GETS VAN SCHAICK CRITICISM 
Superintendent Van Schaick is asking 
New York Attorney General Bennett to 
bring action for a penalty against the 
Hudson-Mohawk Mutual Casualty of 
\lbany for wilfully violating Section 141 
and 141-b of the insurance law in un- 
derwriting five policies of workmen's 
compensation insurance. 
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